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Style Number 2759 
White cabretia cross-strap sandal. 
McKay. Punched vamp. Two and 
three-eighths inch Continental 
heel. HELEN LAST. “Twirl” pattern. 


Style Number 2979 

All White Calf two-buckle front- 
strap sandal. McKay. Cutout 
vamp and quarter.Open toe and 
shank. One and seven-eighths 
inch Cuban Duco heel. MOD- 
ERN LAST. “Hotsie” pattern. 






Style Number 2447 
White cabretia fancy pump, McKay. White 
patent leather tongue. Cutouts in vamp and 
tongue. Two and three-eighths inch Conti- 
nental heel. GLENNA LAST." Valeria” pattern. 





Friedman-Shelby is not content with simply creating patterns that fit:. or, 
patterns that are merely symmetrically correct frem a viewpoint of design. 
Our styling is carried well beyond these ordinary extents. 


"Sapressive Styling ” is a term we believe well applied to styling the 
Friedman-Shelby way. 


In our styling we recognize that the shoe must fit, but 


... here's the difference! 


Each pattern is created to meet a specific type of dress requirement. Our wide facili- 
ties of style research afford full measure of information obtained from authentic domestic 


and foreign fashion sources. 


A keen study of each pattern as an individual part of dress theme or ensemble results 
in the marked. degree of proper fashion expression so apparent throughout the 
Friedman-Shelby Line. This “plus” in styling affords the alert dealer a splendid quick 


sale opportunity. 


A letter or wire will bring salesman with complete line of samples 


FRIEDMAN-SHELBY a4 


INTERNATIONAL SHOE CO. 








' When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the TRADE 


DWIGHT L. MOODY, shoe sales- 
man, born 100 years ago—Feb. 5, 
1836—became the evangelist of 
the 19th Century and the founder 
of a form of forensic religious re- 
vival that has swept the world from 
time to time since. Chicago cele- 
brated the Centennial with com- 
memorative programs and in the 
community surrounding the Moody 
Institute, every street, and almost 
every store displayed banners and 
posters. 








“Believe It or Not Ripley” ‘in his 
broadcast, said: “Chicago has more 
theological students than any city 
in the world, even Rome.” The 
point of shoe interest in the Cen- 
tennial is the fact that Moody was 
“tops” in shoes at an early age. He 
started selling shoes in a Boston 
shoe store at 17—almost before he 
came of age he had an income of 
$5,000 annually—selling shoes in 
Chicago. In 1856 he worked six 
days selling shoes and on the 
seventh “rented church pews, which 
he filled with friendless people from 
the streets and started a bible school 
in the slums.” In his lifetime, he 
traveled nearly 1,000,000 miles and 
addressed more than 100,000,000 
persons here and abroad. He was 





a great influence for good and 
vigorously advocated: “I will live 
with all my might, while I live” 
and “Put your heart in everything 
you do.” Which, by the way, might 
be good shoe mottos today, to- 
morrow and henceforth. Shoes and 
sincerity have gone hand in hand 
through the ages. 


* * * 


MAARSHALL FIELD & COM- 
PANY of Chicago issued the fol- 
lowing statement regarding the 
change in store hours which be- 
came effective Feb. 8: 

“Our store hours will be 9:30 
A.M. to 5:30 P.M. This change 
in our hours of serving you is a 
logical development of our general 
personnel program. Part of that 
program is the adoption of shorter 
working hours. 








“The action we are now taking 
will reduce the working hours of 
90 per cent of our employees to 
40 hours a week. The remaining 
10 per cent, whose hours cannot be 
reduced uniformly on account of 
service requirements, receive sub- 
stantial reductions in hours or 
other compensating benefits. 

“Consistent with the policy which 
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leads to this reduction in working 
hours, we are reducing no wages 
and are establishing a minimum 
starting wage of $15.00 a week for 
all full-time employees. 

“We feel confident you will ap- 
prove our objectives. We assure 
you that the shortening of the work- 
ing hours of our employees will 
not impair, but will improve the 
quality of the services we render.” 





* * 
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CHICK EVANS, with the Kauf- 
man-Straus Company in Louisville, 
Ky., sends us a letter in which 
we get first-hand information con- 
cerning the devastating flood. 

“I rode out the flood right here 
in the store, along with our presi- 
dent, general manager, superinten- 
dent and engineer force. We slept, 
ate and lived right in the building 
for over a week, with water lap- 
ping at our first floor. No heat, 
lights, nor water. When the down- 
town section was cut off I was 
fortunately on hand to help out 
here at the store. We had to move 
everything from the first to the 
second and third floors by hand and 
foot—no elevators. Some damage 
was done to the building and the 
engineers are now on the job, re- 











Page 12 


inforcing the foundations and re- 
building the basement. 

“It will be ten days or more be- 
fore we reopen in a regular way, 
but we anticipate a record-break- 
ing Spring business. Millions of 
dollars worth of property was 
ruined and will have to be replaced. 

“I have never seen such spirit, 
nor such a marvelous piece of or- 
ganization work in an emergency 
as was done by Mayor Miller and 
his volunteers during the entire 
period of the flood. A trained army 
couldn’t have handled the situation 
more masterfully. You, no doubt, 
gathered some idea of the job done 
from the radio broadcasts. You 
just can’t keep such a city down.” 


om * * 


IN preface to Spring, a cocktail 
party, with a presentation of shoe 
fashions for the approaching sea- 
son was held in the Dalsimer Store 
in Philadelphia. The guests in- 
cluded many of the leading stylists 
of the country and part of the pro- 
gram was broadcast over one of the 
city’s radio stations. Murray Rolfe, 
general manager of the Dalsimer 
store presided and introduced the 
various speakers. Over two hun- 
dred Spring and Summer fashions 
in women’s footwear were ex- 
hibited on the feet of mannequins 
and described in detail by the 
stylists. 

Radical departures in smart shoes 








were revealed. While the high-in- 
front vogue will still be in favor— 
shoes will be airier, with breezy 
portholes and perforations, intri- 
cate interlacings, exquisite stitch- 
ings and bold bandings. This was 
just a glimpse of the fashion pic- 
ture for 1937. . . . In evidence, 
definitely will be the open toe ox- 
fords, cross-straps with the wrap- 


around look, open-toe cocktail 


shoes with large eyelets, daring 
ankle-straps, and oxfords that open 
on the sides as well as toes. 

The Dalsimer store was founded 
61 years ago by Sylvan Dalsimer, 
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SPINACH VS. SHOES 


a 


—A Japanese medico endeavors to 
prove the efficacy of spinach. 
—He claims to have eaten 8,280 
pounds of spinach in the last six 

years. 

—He proclaims himself to be “ro- 
bust and healthy.” 

—Shoemen claim that we should 
wear more shoes, better shoes, 
shoes for the occasion. 

—But do they take their own medi- 
cine, as did Dr. Kakuji Yoshida of 
Tokyo? 

—At the recent Chicago Shoe Fair 
| observed many shoes worn by 
many shoemen. 

—Their feet may have been com- 
fortable, but their shoes weren't 
always the kind you see in show 
windows or in advertisements, 

—Some were sad and dejected. 

—And not even well polished. 

—The best should be none too good 
for the shoeman's feet. 


—And a good example is always 
contagious. 


» anae TE 
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and is still ively directed by 
Herbert Dalsimer, Milton Dalsimer 
and Sylvan Dalsimer, 2nd. 


j 
* #* 


NINE of New York’s prominent 
shoe retailers are working together 
on a very novel shoe promotion. 
Five pairs of kidskin shoes are 
given away every evening by the 
retailers to the five most smartly 
dressed women guests at the well- 
known Stork Club in New York 
City. The winners are selected each 
night, at one A.M., by fashion 
authorities. 

A clever advertising folder has 
been sent to the Stork Club’s mail- 
ing list, informing patrons that 
“The Stork Club will provide kids 
. . . white, black and colored . . . 
the latest Spring creations fresh 





1937 


from the Heaven of Fashion.” It 
goes on to explain that these “kids” 
are smart shoes, made of kidskin, 
which are being presented through 
the courtesy of B. Altman & Com- 
pany, Delman-Bergdorf-Goodman, 
Bonwit Teller, J. & J. Slater, Mil- 
grim, Lord & Taylor, Saks Fifth 
Avenue, Jay Thorpe and I. Miller 
& Sons. 


* * * 


HARRY R. SELLIG, whose French 
Booterie is right on Hollywood 
Boulevard, observes: 

“I am wondering just how much 
foot trouble would be avoided if 
people would stick to certain estab- 
lished perfect fitting lasts and not 
experiment around too much. Now, 
in this store, We carry only four 
lasts—two in high heels and two 
in low heels. In addition, of course, 
are the sandals. We have had these 
lasts for years and find that many 
of our customers who have stuck 
to these same identical fittings year 
after year, never have any foot 
trouble. Remember, a good per- 
centage of our customers is in the 
motion picture business which is 
notoriously hard on the feet. My 
theory is that these shoes really fit 
the feet-—so foot trouble does not 
get an opportunity to get started.” 


* * * 


BOWLING becomes a major sport 


—and no one shoeman has been 








more consistently a booster of the 
game and the type of shoes to wear 
for proficiency than. Rube Metz of 
Chicago. At the recent National 
Shoe Fair he demonstrated, in the 
Fitting Forum, that there is a 
technique in the sale of bowling 
shoes, i.e.: 

“Are you a right-handed bowler? 
is the first salutation to a customer. 
Unless the man is a bowler of some 
distinction, he wonders why we ask 
him if he is a right-handed bowler. 
We carry bowling shoes for right- 
handed bowlers and for left-handed 
bowlers and it is very important to 
know, for the soles are different.” 

















Bowling is “tops” in 20,000 bowl- 
ing places, containing 160,000 
alleys and catering to 10,000,000 
active bowlers in America. Bowl- 
ing, once regarded as an exclusive- 
ly masculine sport, is now so popu- 
lar with women that in the majority 
of alleys they dominate. Alleys 
cost about $3,000 a pair to build, 
so you see it’s no mean industry and 
the market for distinctive foot- 
wear is increasing. Have you an 
alley in your town and are you a 









GWEN WAKELING, 20th Cen- 
tury-Fox designer, now busy with 
designs for Alice Faye, Claire 
Trevor and Patsy Kelly—a trio 
that will be seen in “Wake Up and 
Live,” says. 

“While there will not be any 
vast change in the silhouette for 
Spring, the new clothes will have 
an immense amount of interest be- 
cause of new weaves and fabrics. 
The new prints are more imagina- 
tive than ever, their motifs drawn 
from an increasing field. Revival 
of ‘romantic’ fabrics, some of them 
with a pre-war look—such as mar- 
quisettes, striped and damasked 
voiles, will vie with the ultra 
modernity of duco-printed chiffons 
and synthetic sheers. 

“There will be a great deal of 
accessory interest. Shoes will be 
particularly important. The short- 
er skirts will make them so; and 
they will acknowledge it by using 
more color and more novel effects. 
Shoes will be much more feminine 
in line and in materials used. In 
many cases shoes will carry the 
color tone of the costume accent. 

“In the controversy about the 
survival of the tailored suit for 
Spring, I think it likely that it 
will take on new life by means of 
seam decorations, novel use of 
pockets and shorter, ‘boxier,’ lines. 
In this connection, the shoes will 
be more neatly tailored, with 
lighter-weight materials used al- 
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most exclusively. The so-called 
mannish heavy shoes are decidedly 
out with the tailored suits, while 
the softer leathers, which fit so 
well close to the foot and look so 
well, will be much in evidence.” 


* * * 


Mi. O. MICHELSON, who man- 
ages the Florsheim shoe store in 
Hollywood, says: 

“Now that men and women are 
buying their shoes from a fashion 
angle and not from sheer utility, 
we are entering an era of real shoe 
business. When folks are buying 
shoes for foot coverings, they are 
just interested in one pair at a time. 
Now that they are considering the 
style angle, double-headers are 
clicking right along daily. The 
women’s trade, especially, has 
shown a wonderful increase since 
the first of the year.” 


* * * 


HIDES are an international com- 
modity, as has often been said, and 
the prices of leather and shoes in 
this country are influenced more 
or less by the world’s demand for 
pelts. 

European tanners have been bid- 
ding up South American hide mar- 
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kets and the level thereof is now 
reported as higher than the level 
in the markets of the United States. 

Japanese tanners have been bid- 
ding up the kidskin markets of 
China and India and the conse- 
quence is that American tanners 
have to pay more for kid and goat- 
skins. 

Russia used to send $10,000,000 
worth of hides and skins to this 
country annually and now keeps 
and tans them all. 

Czecho-Slovakia has become the 
world’s champion consumer of 
leather for nations of its size. 

Most all the nations of Europe 
are producing more leather, and 
in recent years, the South African 
countries have begun to make more 
leather and shoes. It’s the same the 
world over. 

The immediate consequence of 
larger consumption of hides around 
the world is that hides are higher. 
They’re fewer in this country and 
the prospect is, barring a drought, 
that the take-off of hides in 1937 
will be at a low mark, so that it 
will be necessary to import more 
hides, and these will have to be 
bought in world markets now at 


higher levels. 





“Show me something glamorous in an evening shoe—size 9!/2E." 











jewel shoe in red kid with real 


R 


iN 


rubies and diamonds, designed by 
FORTNUM AND MASON, to be worn jf 
by a member of the royal family at the G 
Coronation. 4 


Printed materials, a new note 

for Summer evenings, shown 

in a characteristic high front 
shoe. RICE-O’NEILL. 


A two-color pastel ex (left) 
out in @ grace, 
terlocking desi, 


Slipper in Meteoric fabric, a 
tintable metallic cloth — non- 


tarnishable even at the seashore. 
DANIEL GREEN COMPANY. 
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perfect 
dresses. 


Colored doeskin in one of the most suc- 
cessful of the season’s akklets. WM. 
GOLDSTEIN. 


Multi-color suedes will be biggef than 
ever. Shown in the important cross 


strap. TUPPER SLIPPERS. 






SUMMER evening shoes, in too many stores, are poor 
little stepchildren. They get only the meager crumbs 
that may be left over from the budget .. . and precious 
few crumbs they are likely to be. But we know of one 
shoe buyer, in a New York department store, who per- 
suaded his merchandise manager to let him take a 
flyer in evening shoes last year. And in June, he came 
within 10 per cent of his December peak figures! 

Of course, that was Fifth Avenue. And Fifth Avenue 
is supposed to be able to do what other cities aren’t 
able to do. But we can’t believe that evening shoe busi- 
ness can’t be done all the year around. 

There has been a change in the past few seasons in 
the styling and selling of Summer evening dresses— 
and shoe retailers haven’t always kept pace with this 
development. Warm weather evening clothes, cottons, 
linens, chiffons, appropriate to the season, are being 
successfully promoted at inexpensive prices as well 
as at higher levels. And slippers that are as different 
from formal Winter models have a place in a Sum- 
mer merchandising plan. 

This season, with sandals as important as they are 


a 










































for daytime, undoubtedly more stores will auto- 
matically have more shoes that can be worn with Sum- 
mer evening clothes than they did last year. There 
will, as a matter of fact, be very little difference be- 
tween the day and the night. We’ve seen snaps from 
Palm Beach of sandals worn with shorts that might 
easily go dancing in the evening! But the point we 
want to make is that stores should consider the im- 
portant types of Summer evening clothes and promote 
the slippers that go with them as a definite part of 
their program. 

What are the evening clothes that will be worn this 
Summer? 

Well, the newest note is extremely bright prints. . . 
wide, “spaced” designs, chiefly on dark grounds, in 
crepes and chiffons. For these, high-colored shoes are 
a natural. Multi-color suede slippers, from all reports; 
are going to be even better than last yéarKid * af 
light calf sandals, in airy effects, Btls} wwe lot i 
the Coronation shoe sho ne a @ Soto te 
new possibilities. Thega leather s mas 

é TO PAGE 59,-PLEAS 
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These shoes were shown as illustrating the effect that the 

walled last has had on new lasts for Spring and Summer. 

It was pointed out that while the success of the walled 

last left much to be desired, its effect can be clearly seen 
on many of the newest types of wood. 


MIY assignment was fashions—and particularly shoe 
fashions—and I hope that I have not gone too far 
afield in getting under way. Our reportorial efforts 
have been chiefly shoes and our interest in apparel is 
only in its relation to shoes. There are, however, certain 
ideas that I would like to leave with you on the matter 
of apparel. First in regard to materials for town wear— 
The list most favored for Spring wear included shark- 
skins, cheviots, saxonys and flannels. Shetlands come 
to town in a much smoother variety and are particu- 
larly favored, while pin-head fabrics in brown and 
dark blue are seen extensively. The lovat shades, which 
include a wide range of heather tones, and which were 
seen so much last year in the country, show an indica- 
tion of becoming popular this Spring for town wear. 
Of course the usually accepted grays in flannels and 
some new darker tones in brown are to be seen with 
all manner of variously spaced strippings. More and 
more Glen plaids are to be seen about town. 

The covert cloth coat seen last year will be actively 
promoted by a number of the better shops along Fifth 
and Madison. This coat is exceptionally short and is 
modeled after the sporty overcoats favored by the 
English racing crowd—particularly the bookmakers 
who delight in the large pockets which are a feature 
of this coat. It is seen in raglan, fly front and double- 
breasted models and is really a very smart, if unusual 
garment. Covert cloth, incidentally, gets its name from 
the word “cover” from which sportsmen do their shoot- 
ing. It is a soft, luxurious material of a particularly 
attractive neutral color. It is equally acceptable for 
town or for country. 

For country wear, the logical thing is to expect that 
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TRENDS 


A Discussion 
of the Direction 








FOR MEN’S SHOES 


The bullfrog skin 4s as tough a2 his voice 
that’s why we chose it to crim men’s shoes. 
The speckled beown and gray blends admizably 
with the brown, gray or white clothes that 
you'll wear on cruises and at southern resorts. 
White buckskin shoes, bullfrog trim at 12.50 





This is the ad that was referred to in 
the talk; it featured the frogskin 
trimmed shoe illustrated to the right. 


the mixed suit—that is the jacket of one color and 
fabric, combined with slacks of an entirely different 
material—will repeat its wonderful acceptance of last 
year. Gabardine slacks continue to be an important 
part of this ensemble and are also seen in complete 
suits—single and double-breasted with plain and belted 
backs. 

Shetland, perhaps the most beautiful material for 
the odd jacket—in rich, warm-looking. colors—is seen 
in three-button models with side and center vents. 
Plaids will continue in mixed ensembles and in jackets 
they are bolder and brighter, but the accompanying 
trousers must then be a plain flannel or gabardine. 
The all-important lovat shades are seen here in shet- 
lands with large overplaids. Smaller plaids, diagonals, 
herringbones and self-checks are also very popular. 

White linen of course continues to be the most prac- 
tical and most popular of the lighter-weight fabrics 
and 1937 should show an increased interest in cool 
clothing for both town and country wear. 

On the matter of shoes for town wear, and with ref- 


—’ 
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Excerpts from an address by John Reilly, Boot and Shoe Recorder 
Men’s Style Editor, before the Middle Atlantic Shoe Retailers Association 
in Philadelphia, February 8, 1937 


that Lasts, Patterns and Materials Are Taking for 


Spring and Summer 


erence first to lasts. Lasts are fuller and squarer, a 
subtle trend, but easily distinguishable when compared 
with the types seen in lasts for the past two or three 
seasons. For town, the so-called Continental type is 
perhaps the newest trend. It is a clean-sweeping, 





Two extremes in sport shoes—the classic wing tip brogue 
in white buck and the newest note—frogskin used as a 
trim on sport shoes. 


squarer-toed last—some carrying walls in the fore- 
part. On all, foreparts are decidedly longer. This, you 
will note, is in direct contrast to the trend which cus- 
tom lasts have taken in the past. On the surface it 
would appear that wall lasts are not as important, 
though where they have been accepted they are mak- 
ing considerable strides. However, their influence is to 
be seen on practically all of the new custom type lasts 
which are appearing. Walled lasts have many ad- 
mirable fitting qualities and throw particularly smart 
shoes in two eyelet jodphurs and blucher patterns. 
Generally speaking, lasts for town are lower, with 
broader cuboids and more tapering heels and are very 
much wider and shallower in the foreparts. All in all, 
they are greatly improved fitters and the sort of lasts 
that you retailers have been working and hoping for. 
Custom effects are important, though extensions are 
narrower and details more restrained. There is a more 
casual, custom look in the usually bold brogue and 
blucher. Trims, as such, are decidedly lighter. Pinking 


and perforations are less ornate. Square tips continue 
important: Medallion designs are squarer and smaller. 
These details are in keeping with the squarer look that 
foreparts are taking generally. 

Bluchers are still new, with their acceptance reach- 
ing even to Fifth Avenue. Brogues continue in their 
well-deserved popularity, while plain toes particularly 
in the meatier types of leather continue and find stimu- 
lus in the two-eyelet jodphur pattern over the walled 
wood. 

Leathers for town are varied and interesting. Much 
of the inherent style and certainly a great part of the 
appeal for your customer in these new shoes will be 
found in their surface. The trend is toward lighter, 
smoother-finished browns with red shades important 
only in very limited volume and as a trim in sports 
and country shoes. We believe that brown will show 
a marked increase in pair sales compared with black— 
Bourbon being about as far on the red tone as a brown 
should go. Various textures from boarded leathers 
through fine grains to a medium heavy Scotch grain 


New for town and evening—the squarer toe, Continental 
type of last in black calfskin and the plain toe black 
patent evening shoe with black antelope upper. 














and to the decidedly new pig grains are to be seen. 
Incidentally, genuine pig is a decidedly high style note 
for both town and country. 

[TURN TO PAGE 40, PLEASE] 
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| The Foot 


s As A 


ye 
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Using the customer’s hand to illustrate the mechani- 
cal construction of her foot, This also illustrates 
the mechanical action (spreading) to absorb the 
shock, and gripping to raise the weight off the’ sur- 


face. The foot acts in exactly the same manner as 
the customer’s hand. 


Hand resting without pressure forms a natural arch. 


THE conviction grows upon me as time goes on that 
my theory of the foot as a mechanical device is basically 
sound. Feet work in conformity with mechanical laws. 
Among other functions, the use of the foot supplies 
locomotion, and certainly there cannot be motion with- 
out applied mechanics. 

Once the shoe man realizes and appreciates that the 
foot is a mechanical tool, he is immediately better 
equipped to make better provision for his customer’s 
feet. In addition to making locomotion possible, the 
foot performs an additional function. Operating free 
and without restrictions, the foot works in reality as a 
mechanical shock absorber, and, indeed, performs this 
service for the human frame much more efficiently and 
more reliably than is done by the device heralded and 
dramatized by the automobile industry. I refer to what 
is called “Knee-Action,” which to a degree at least has 
taken the bumps out of the uneven road. ‘ 

The axle on the automobile was formerly one unit. 
This has been broken up into smaller parts, so that 
when the wheels hit a rough spot, they collapse, thus 
absorbing the bump and dissipating the shock which 
would otherwise be conveyed to the frame itself. 

This same mechanical principle in the shock absorber 
in reality is provided for the human foot. Whereas the 
“bump” is absorbed by the collapsing of the parts mak- 
ing the “knee action,” the human foot absorbs the 
“shock” by expanding. The mechanical action is the 
same in both instances, involving the same principle. 


Mechanical Device 


Hew a Proper Understanding of Its Mechan- 


~~ {cal Operation Will Help the Shee Man in 


His Task of Fitting 


by DAVID M. GRAHAM, 
Retail Shoe Merchant, Eugene, Oregon 


If, among other things, the human foot is a mechan- 
ical device, it is then definitely the responsibility of 
anyone who supplies footwear to understand the me- 
chanics of the foot and the mechanical operation of 
the foot in action. 

The great majority of foot ailments are more me- 
chanical than anything else. If the foot is allowed to 
act freely and without anything to interfere with its 
mechanics, foot troubles are at once relieved. The 
medical profession and many so-called “foot doctors,” 
together with many of their devices, will no longer be 
needed to supply the necessary relief. By the same 
token, if the foot is not provided necessary room inside 
the shoe to function normally, all the props, supports 
and so-called health devices are wholly neutralized in 
their ‘results. 

The foot, left free to act, will take care of its own 
arches, will stimulate normal circulation and by its own 
peculiar action will preserve a healthy foot or will 


Pressure applied on arch of hand extends fingers in 
length and. spreads them in width. The foot ex- 
pands in the same manner under weight of body. 
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Pressure applied on the back of the hand extends 
fingers in length and spreads them in width. 


correct a distorted foot whose parts, in reality, have all 
heen forced out of place. 

Consider that the foot is quite similar to the hand. 
Illustration No. 1 is my effort to demonstrate that, like 
the foot, the hand has a longitudinal arch and also a 
transverse arch. Rest your hand on a smooth surface, 
apply downward pressure at point A. The fingers will 
extend forward and, at the same time, will spread out. 
The foot acts the same way when the weight of the 
hody falls squarely on the foot in the process of walk- 
ing. This expanding movement dissipates the shock, 
totally absorbing it without a feeling of jar to the 
frame. Thus the shock absorber effect is accomplished 
by mechanical action. 


Have the customer grip with end of the fingers and 
raise the elbows—the long arch forms the trans- 
verse likewise to produce the maximum power and 


security. 

Hand extended full length grip- 
ping the fingers to raise, making a 
lever. Toes grip in the same man- 
ner to raise the foot from the 









The next movement is a lifting one to raise the foot 
from the ground. To accomplish this, the toes grip, in 
effect, establishing a lever which lifts the foot. This 
process in itself establishes the long arch and the trans- 
verse arch in correct alignment and at the same time 


preserves the arches. 

Barring accidents, there is no reason for bad feet. 

On the other hand, the inexpert or indifferent fitting 
of shoes has caused and is causing no end of damage. 
What is a correct fit? A shoe that provides adequate 
room for the foot inside the shoe itself—not the size 
which is determined by the foot which is in repose on 
the fitting stool rest, but the size of the foot when it is 
in use, for it may be two sizes longer and much wider 
in action. 

The foot is made of moving parts. Give the parts 
room to work without -being called upon to make any 
accommodations whatever. 

If the space is not provided for the foot to expand in 
length when the weight of the body is applied, the parts 
are cramped out of place and the arch drops, as illus- 
trated below. A motion much like a rocking chair 
is resorted to in order to lift the foot, thus forcing 
the parts still further out of place. This is attended by 
progressively bad results, thus the reason for the foot 
doctor, together with the conflict between the shoe fitter 
and the medical profession. 

Fully 90 per cent of foot troubles are of a mechanical 
nature. Just look at a bad foot with nearly every part 
out of place! It is remarkable that such a piece of 
machinery, originally designed to make locomotion 
possible, can perform at all. The foot, unlike any other 
purely mechanical device, has exceeding powers of ac- 
commodation and will continue to function in a manner, 
even with parts distorted and thrown out of alignment. 

In a case of this kind the skill of a person versed 
in foot mechanics is in reality required. 

[TURN TO PAGE 60, PLEASE] 


With no place to extend in length or width—hands 
or toes can occupy the smallest space by buckling 
at the joints. In the foot the metatarsal drops down, 
toes are crowded back and under, parts forced out 
of place buckle here with no place to expand in a 
short shoe. Without lever, in order to lift for ele- 
vation a rocking motion is employed, and parts are 
crowded still more. 
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SS ALES at Potter’s have been steadily gaining,” said 
E. C. Orr, president of the Potter Shoe Co., re- 
cently. “Every month last year we had an increase 
over the corresponding month of 1935. We had some 
particularly interesting results, however, from our 
seventieth anniversary advertising which we carried 
last year after we had moved into the new store. 
“The ads were institutional, as almost all adver- 
tising for these anniversaries seems to be. We tried to 
make them more specific than the usual institutional 
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Traces 
Sales Increase 
Directly 
To 


GOOD SHOE 





Action picture in background gives life and snap to 
walking shoe window shown above. Left, a beautiful 


display of evening footwear at Potter’s. 


ads. We didn’t just say ‘Potters for Fine Shoes,’ but 
we talked about all of the things, X-Ray fitting, and the 
rest, that are more than just selling fine shoes. 

“Our business improved to the point where we gave 
all employees a week’s bonus for a present. 

“In fact, I could almost say that the depression is 
over, so far as we are concerned. We don’t splurge 
on fancy style shows. We rely on fashion news in 
the papers and on our windows for our sales. We 
can trace sales increases directly to our window dis- 
plays. We try to cover the field of better shoes pretty 
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Types of institutional ads that proved 
successful during Potter’s seventieth an- 
niversary celebration. 


Carefully Planned Windows, 
Plus Institutional Advertis- 
ing, Have Produced Splen- 
did Results for Potter’s New 
Shoe Store in Cincinnati 


DISPLAYS 





In planning displays, Potter’s 
give special attention to back- 
grounds that are timely and in- 
teresting. Here’s one that clicked 
during football season. 


Potter's women’s shoe depart- 
ment, photographed on a busy 
day. Note space devoted to in- 


terior displays. 
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thoroughly. Besides the style types advertised in the 
papers and put in our windows, we do more than a 
little promotion in the corrective and comfort shoes 
that are a sizable part of our business. 

“We are giving more thought to our windows than 
ever before and it is gratifying to see these results. 

“In our old store, we had a separate department for 
the more exclusive dress shoes. Here we find that we 


have just as good results in actual sales when we 


sell these shoes in a part of the same department 
where we have all our women’s shoes except the Red 
Cross Shoes. These are on another floor. 

“Our children’s department also has shown very 
gratifying sales in this new store.” 

The Potter Shoe Co. opened an attractive new sub- 
urban store on February 3, in which children’s shoes 
are being featured. This move marks another impor- 
tant step in the store’s progressive policy. 
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She Ediilors Qullook 


To Have and Not to Hold 


SEVEN YEARS of inventory famine and now the 
rush to fill the empty shelves in all lines of business. 
Mankind never remembers. It forgets so readily. The 
very thing which clogged the machinery of finance in 
1929 is being repeated. 

Now is the time for uncommon sense in retailing. 
Buy only what you can afford—sell what you have 
got—refresh daily, weekly, monthly—don’t let the 
“squirrel instinct” to hide and to hoard get the better 
of your judgment that a moving stock is one which 
moves toward the public and not toward the back of 
the store. There is reason for saying this now, before 
the public is in the streets and stores for the re- 
beautification that smart pairs of shoes give. Spring 
is here and its song is “New shoes to drive away the 
blues.” The public is always “short on new shoes” 
if desire is stimulated by style, color and newness. 

Purchasing power rises again—flood area shoe busi- 
ness will run into millions of extra pairs needed be- 
cause of the destruction of old shoes by that “old- 
Debil-River.” Sit-down strikers are now standing, walk- 
ing, running—for purchasing power has been restored 
by reemployment. 

Repression of the shopping instinct gives way to ex- 
pression of the desire to buy. 

Who then should be sales-minded most? The retail 
merchant, for this is his cycle of time to sell and 
service! 

Who should be inventory-minded most? The manu- 
facturer who sees advance business and rising prices 
general. Prices are rising—materials first, finished 
products second. 

Who senses rises first? Those who buy in the raw 
and then prepare and process into supplies which are 
later fabricated into goods of final use. It is for 
these, in “back of the lines,” to inventory ahead. A 
shoe factory-may need a full season’s supplies ahead 
or on contract—the principle of factory management 
attends to that, and cash and credit standing determine 
the amount of future inventory. Nations, too, are 
inventory-minded for Bernard Baruch, who knows his 
international economics, says: “In preparation for 
possible need, the United States should now purchase 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


at least a year’s supply of essentials which we do not 
produce, such as tin, nickel, rubber, coffee, tea and 
mica.” He might have added—hides and skins—for 


‘international demand makes a rising market the world 


over. 

Why not at retail, you may say, after reading the 
above? Because of the hazard of public acceptance. 
The public does not buy sole leather, upper leather 
and thread as such—but the assembled article in style 
and color in its proper season. The behavior of the 
public “on the way up,” in a period of increasing 
purchasing power, is emotional, styleful and variable. 
The whims of women are never mild—and some new 
and much-wanted footwear fashion may sweep the 
country at any moment. How can you be “open to 
buy” if you are indebted to a stock of shoes that ear- 
marks every dollar for months ahead? 

In shoe stores with one-price policy, the rise in 
costs must be faced soon. It may be possible to absorb 
the first rise by increasing the volume, but the second 
wave washes the old “miracle price” into the sea of 
red ink and a new selling price acceptance must be 
built up. In stores having a range of price levels, or 
a chance for a choice between two prices—the thing 
to do is to juggle the prices to fit the mark-up. But 
even this temporizing won’t go for long, for the public 
must eventually accept higher prices for shoes—as for 
everything else. There is no miracle in making to 
absorb the differences, not in this day of rapid inter- 
change of information or efficiency methods. 

Shoes, therefore, in the next selling period—-March, 
April, May and June—constitute the biggest and best 
values the public ever had presented to them. They 
cannot be duplicated for Fall. They can be Hot or 
Cold as you merchandise—hot if moved fast and cold 
if held fast. Many a hold-over shoe eats its head off in 
costs for carrying—so consider the next quarter as 
a money-making cycle for stores that sell, sell, sell. 
The public will appreciate it. 












BOOT AND SHOE RECORDER, February 20, 1937 












7 





NEW 


HIS new “Custom” Heel by Goodyear 
has more to offer. It is handsomer. 
It is tougher. It is truly a fitting comple- 
ment to the finest shoe. it bears “the greatest name in rubber.” 





And — in addition to its product ex- Reflects quality. Assures satisfaction. 





cellence — it has greater Sales Appeal. That means faster sales for you — which 
Retailers know that their customers “go” explains why manufacturers gladly pay 
for shoes equipped with this heel because more for the “Custom” heel. 






MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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oh Burding’s | Styles To Take You Around the Clock 


HIT PARADE 
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Here are two strik- 
ing ads that indicate 
the great variety of 
“high style” shoes 
which are being pro- 
moted and sold at 
Florida resorts this 
season. They suggest 
trends for country- 
wide Summer selling. 














CURRENT newspaper advertising of shoes is taking 
on a new and exciting interest as Spring approaches 
and the new styles begin to appear in increasing num- 
bers in the ads of those stores that make it a point of 
policy to show the new things first. Not that shoe 
advertising has been dull or uninteresting at any time 
this year. What with southern promotions more elab- 
orate than we have seen in many a season, with formal 
and festive footwear so much in the forefront and even 
the sale ads more attractive and interesting than usual, 
the ad men have really been doing themselves proud 
all Winter long with smart layouts, attractive illustra- 
tions and clever, convincing copy that fairly sparkled 
with new angles of sales appeal. 

But nothing fires the imagination of layout men or 
copy writers quite so much as picturing and describ- 
ing the new styles at the very beginning of a season. 
And this season they have more material than ever to 
work with, for, as a fashion authority recently observed, 
high style footwear will reach a new peak in this 
Spring and Summer’s shoes. 

Already we are seeing much in retail advertising 
about the new colors that are being promoted by va- 
rious stores, particularly in connection with matching 
accessories, shades like Carnelian, Red Earth, Copper 
Beech and any number of others. London gray is being 
promoted as an important shade for wear with gray 
costumes; terra cotta tan is hailed as perfect with beige, 
navy, brown and black, and, of course, the Coronation 
colors stand at the very forefront of the season’s pro- 
motional fashions, so far as their availability for 
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EARLY SPRING SHOE ADS SET 


THE STYLE PACE 


Retail Advertising, North and South, 
Takes on a New Interest with the Ap- 
proach of Another Selling Season — 
What They Show and Say in Current 
Shoe Ads from East Coast to West 


advertising that ties in with the news is concerned. 
There is much talk, too, of materials for Spring, and 
the early ads appear to be giving a lot of prominence 
to gaberdines. A great deal of emphasis is given to 
shoes in their relation to the costume and in particular 
to the matching of shoes and accessories in some of 
the new promotional colors. I. Miller, in a Los Angeles 
advertisement, emphasized the fact that “more and more 
costumes are demanding the exactly complementary 
shoe as part of the ensemble—shoes such as I. Miller 
create, after collaboration with the leading fashion 
creators of the world, both in Europe and America— 
shoes that happily augment just any and all of the 
[TURN TO PAGE 32, PLEASE] 





Five column adver- 
tisement by Wether- 
by-Kayser, Los An- 
geles, left, featuring 
types of shoes worn 
at Palm Springs, 
famous desert play- 
ground. of movie stars 
and the socially elite. 








MACYS 


OPENS A NEW 


Fine Shoe 


DEPARTMENT 
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Fine typography and a 
well balanced layout are 
noteworthy characteristics 
of the advertisement at 
the right, used by Macy's, 
New York, to announce 
the opening of a new qual- 
ity footwear department. 
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THE PUBLIC DEMANDS. 


ATTRACTIVE STORES 


All the stock in the Kushins Berkeley store is hidden. The women’s stock is 

in the back of the store, while the two thousand pairs of shoes in the front 

are men’s and boys’. The seating arrangement for. the men’s and boys’ shoes 

is somewhat different than for the women. Woodwork for the cases is Primo- 
vera and the store is carpeted from wall to wall. 





A MAJOR problem in every shoe store selling fairly 
good shoes is “Why should a customer pay me $10.00 
more for a pair of shoes than the chain stores charge?” 

To face the facts as they exist, one must tread on 
some people’s toes. It is accepted that a woman can 
buy good fitting shoes in a popular-priced chain. 
Many popular-priced factories have lately put in new 
and better fitting wood. 

That’s one angle. Another is, will the customer be 
as well fitted in the popular-priced chain? Will her 
needs be carefully analyzed and will her purchases 
retain their good looks and good fitting qualities over 
a period of time? 

The first duty of every retail shoe merchant is to 
see that every customer is well served. His conception 


The store front treatment in the main Oakland 
store is more on the usual order. This store has 
considerably more frontage than the one at 
Berkeley. It is right in the heart of a much 
larger city, so has a different problem in display- 
ing merchandise. The slogan of the store is also 
the watchwerd—“Good Shoes Carefully Fitted” 
and it appears on all publicity, as well as on 
the awning. 





In the Oakland store, the entire sia al 
a most presentable masculine shoe selling department. The volume of business 
and customer gp poe makes this separation most desirable. On the main 


floor (shown 


shoes. Treatment of the woodwork and cases is 


by CHARLES KUSHINS, 
OAKLAND, CALIF. 
President, California Shoe Retailers 


Association 


In the newer store operated by the Charles 
Kushins Co., in Berkeley, windows go modern. 
Instead of the one large show window each 
side of the doorway, the display space is 
broken into one large window, seven and a 
half by three feet, which holds twelve pairs 
of shoes, and four smaller windows flanking 
the large corner one. Photo above. Each of 
these holds from two to four pairs of shoes. 


of what good service constitutes will gage the length 
and breadth of his business. 

Take the experience of this organization. For many 
years we operated a leased shoe department in Oak- 
land. Over three years ago, a separate shoe store 
was started. Here was a fine store with fine shoes, yet 
business came hard. Going to work as a shoe salesman 
and again putting into practice what was learned 
thirty years ago, as well as the experience gained 
from selling shoes on the road for twenty years, proved 
to be the right remedy. 

In these two stores of ours, one in Oakland and one 
in Berkely, we do not sell shoes, we sell service, just 
as I did on the road. Service is just a matter of selling 

[TURN TO PAGE 54, PLEASE] 





is air conditioned throughout. 





of the basement has been made into 


th to) there is shelving room for nine thousand pairs of 
fg on ; walnut. This store 
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Are Men 
Easy to Selli=— 
avert 


Hard to Please? JACK A | EE. TTA 


Real selling aids in winning loyal customers 


= 
¥% Shoes leathered with Ohio’s Calf 
take a nice shine—hold their shape—look 


smart—provide long wear and real comfort. 
Luxor, “The World’s Finest Colored Calf,” 
comes in all the brown and tan colors men 
prefer, while Jack Jetta “The World’s Finest 
Black Calf” gives real class to a man’s shoe. 
Swatches will be sent at your request. Rein- 
force your selling methods with 


F_,LE/ ER 
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hollywood 


footnotes 


George Raft, Slipper Fancier . . . Ginger 


Rogers, Perfect Customer . . . Joan Craw- 
ford Loses Three Inches . . 


Colbert and Her Common Sense Shoes 


. Claudette 


---- Oy h.r. t. 


FFEW men in Hollywood like their slippers any better 
than George Raft, and few are fussier than he as to 
fit and quality. This star has almost as many slippers 
at his studio dréssing room and at home as he has 
pairs of shoes. He wears only light weight hand-made 
welts of the very finest kidskin. Here we see him being 
fitted to a couple of pairs of slippers by his custom 
shoemaker, Emido Spezza, while waiting for cues in 
the picture he is making for Paramount, titled “Souls 
at Sea.” In this picture he is being co-starred with 
Gary Cooper. 

Raft likes his slippers so well that he wears them 
on any occasion when he can get away with them, 
and this includes scenes when his shoes do not show, 
going to the fights, and even calling on his close friends. 
The slippers which Spezza has found to be most practi- 
cal for so ardent a slipper fan, have a broad instep 
strap, which has a concealed elastic goring to hold 
the slipper in place. 

Sitting to the right of Mr. Raft is Henry Wilcoxon 
who is also a featured player in this picture. 


* * * 


IT was interesting to watch a good-looking girl buy 
shoes in one of the smart specialty shoe stores in Holly- 
wood. She was dressed in the usual slacks, had on 
dark glasses and wore low-heeled studio slacks. After 
the greeting, she made known her shoe wants: “A 
couple pairs of pumps, and what else should I have?” 

The pumps and three more pairs of short vamp 
flattering types were selected and Ginger Rogers was 
out of the store in ten minutes’ time. “That is one of 
the sweetest girls it is my pleasure to serve,” was the 
observation of the shoe fitter. But behind all this, was 
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George Raft adds to his slipper collection. Emido 


Spezza, Hollywood shoe man, sells George several 


pairs between scenes from “Souls at Sea,” Raft’s 
new picture, 


the earned confidence which Miss Rogers placed in 
the shoe man. 


* * * 


**SLIPPERLEGGERS” are working in Hollywood. 
Joan Crawford walked into the Trocadero five feet 
four inches in height, but left the supper club exactly 
five feet, one inch in her stocking feet. She lost the 
additional three inches, supplied by her high-heeled 
evening slippers, when in an unguarded moment she 
slipped the slippers off to rest her feet after a hard 
day for scenes in “The Last of Mrs. Cheyney.” After 
Miss Crawford had walked out in her stocking feet, 
other diners at the club reported hearing an unidentified 
woman boasting of acquiring the only pair of genuine 
Crawford slippers in the collection of any fan in the 
world. 


* * * 


ILOW-HEELED shoes are still Claudette Colbert’s 
choice of footwear for tailored, daytime costumes. 
Although the Paramount star once scorned anything 
but the highest heels for every type of outfit, she now 
wears these sensible shoes consistently with the ma- 
jority of her suits and ensembles. This example is 
being followed enthusiastically in Hollywood, especial- 
ly by stars attending the Santa Anita races where 
high-heeled shoes are a menace as well as a style error. 
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No. 1926-2 
STAFFORD LAST ’ 
UPTOWN ARCH—Men’s \ 
Black Calf, Welt, 9A Oak 
Sole, Rigid Steel Shank, 4 
Rubber Heel, AA 8-12, A 
and B 7-12, C-D-E 6-12. 
No. 1956—Same in ; 
BROWN CALF. 7 ’ 





All-leather quality for lasting style, long lasting shape and satisfactory 
service... quality that sells the second, third and fourth pair... styles 
based not on a whim but an established trend... all backed by a 
famous standard...that’s Uptown shoes...the line you can bank on. 
Your Star Brand representative will show you these steady sellers. 


ROBERTS, JOHNSONS RAND 


Branch of international Shoe Co 


ST. LOUIS, MO. 
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New DU PONT PROCESS 


MAKES POSSIBLE 


BUILIE-UP HEEL 
EFFECTS 


“7 
IN Z 


ASK DU PONT TO MAIL YOU ONE OF THESE NEW EMBOSSED HEELS 


ished by this method identical in appearance, supe- 
rior in performance. Write Du Pont for more com- 
plete information, or see your wood heel coverer direct. 

Five different sized patterns will cover the low- 
est to the highest heel—any style. Colors may be 
obtained in either light or dark shades. 


D’ PONT gives to the shoe industry a new 
process which makes possible built-up heel 
effects in scuffless “Pyraheel.” Du Pont’s plastic 
material, “Pyralin,” has been perfected to accu- 
rately simulate the popular built-up heel, with 
many additional advantages, making the heels fin- 


Du Pont supplies these various potterns in 20 x 50" sheets 
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NOW WOOD BLOCKS MAY BE 
COVERED WITH EMBOSSED 
SCUFFLESS ‘‘PYRAHEELS”’ IN 
BUILT-UP HEEL EFFECT. 


xk kk 


As simple as this! The wood block is 
easily and quickly covered. Your wood 
heel coverer now can supply these heels 
covered with this new embossed plastic 
covering. Ask him for samples and more 
specific information. 


RETAILERS: ASK YOUR SUPPLI- 
ERS FOR THESE HEELS. 








2 LIGHTER IN WEIGHT 
















WATERPROOF 





NO CHECKING 



































BUILT-UP HEEL EFFECTS i» SCUFFLESS “PYRAHEEL” 


E. J. DU PONT DE NEMOURS & COMPANY, INC, 
Plastics Department, Industrial Division 





Arlington, New Jersey 





SPECIFY 





THES. NEW HEEL ON ALL ORDERS 
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clothes you may buy—with I. Miller 
bags designed to further match the 
shoes. The Spring shoes are in, offer- 
ing more new notes and detail than 
one would imagine possible in just 
shoes—but you'll see and be surprised 
along with the rest of us—delight- 
fully so.” 

In men’s shoes, as well as women’s, 
one finds some rather startling innova- 
tions being promoted for southern 
resort and cruise wear—innovations 
which one may expect to have a na- 
tion-wide influence as Spring pro- 
gresses into Summer. For example, 
“Frog Skin Trim for Men’s Shoes” 
announced in an advertisement by Saks 
Fifth Avenue, New York, last week. 
“The bullfrog skin is as tough as his 
voice,” we are told through this Saks 
advertisement. “The speckled brown 
and gray blends admirably with the 
brown, gray or white clothes that 
you'll wear on cruises and at southern 
resorts. White buckskin shoes, bullfrog 
trim at $12.50.” 

“If you have a flair for Color, the 
Coronation Sandal will be your choice,” 
exclaims Sommer & Kaufman of San 
Francisco, in an ad that pictures the 
pattern of this featured design against 
a Ben Day background that suggests a 
royal crown. “It vividly combines the 
glowing Coronation colors in one ex- 
quisite suede sandal .. . fit for a king’s 
favorite! With Melotone construction 
to make your feet light as your gayest 
mood. Truly a royal compliment to 
your most festive ensemble. $8.75.” 

Volk Brothers of Dallas feature an 
oxford which they call “High Step- 
per,” deriving its name from the un- 
usuai heel height and shown with a 
matching bag in navy, black or Wind- 
sor tan, a coppery tint. “High Stepper 
is one of Spring’s smartest paraders,” 
says the ad, “especially when it com- 
panions so important tailleurs. You'll 
love its so-high heel and its so-big 
metal eyelets. And, if you think it 
doesn’t know how to flatter, just put 
your foot into it... you’d never dream 
your feet could look so small. $8.75.” 

“Huggins Believes in Dramatic Shoes 
for Dramatic Spring Fashions,” de- 
clares this well-known Los Angeles 
style footwear firm, in a “dramatic” 
advertisement “presenting five of our 
fifty-one flattering sandal fashions... . 
New silhouettes, new bright colors in 
kidskins . . . mesh and dyeable linens 
. .. gabardines . . . colorful combina- 
tions and classic black patent.” This 
ad showed five striking models in san- 
dals against a soft Ben Day back- 
ground with line fashion figures. Prices 
quoted were from $10.75 to $16.75. 

Patent leather comes in for consid- 
erable promotional attention in the 
early Spring shoe advertising, also. 
Bontwit Teller hailed it in a striking 
ad as “Spring’s bright and shining ac- 
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Early Spring Ads Set Style Pace ~~ 


[CONTINUED FROM PAGE 24] 










Your Shoe Dollars 
Go Farther at The Hub 





The Value Champions at 


Don't Be Satisfied With Less 






We believe we have, in Chicagoan Shoes, , 
the finest products on the market at $5.50. 
All we ask is five minutes of your time 
to prove that this is not a claim but a 
fact:: Stop in us show you 
the wide variety of lasts, the fine leathers, 







An effective men’s shoe ad by The Hub, 
Chicago, in which illustrations tell a 
style story while the copy stresses values. 


cent,” showing shoes, bags, belts and 
even artificial flowers made of patent 
leather. “Patent is important for shoes 
and bags,” said this Bonwit Teller 
advertisement. “Set off your sprightly 
flower primavera prints with shining 
patent leather accessories. Patent is 
patent for prints. Vogue says so and 
when we said so two weeks ago our 
chic customers agreed with us so thor- 
oughly that we have extended our col- 
lection and introduce a graceful new 
slipper and a favorite bag in this livli- 
est of all blacks.” 

Introducing “Copper Beech,” a new 
tan shade for shoes and accessories, in 
a large space ad showing illustrations 
of four shoes and one bag, Saks Fifth 
Avenue calls it “a distinguished new 
member of the tan family, a warm, 
mellow shade with the shadowy over- 
tones characteristic of other Spring 
colors. In our collection are Copper 
Beech shoes of all types—to wear now 
as a tonic for Winter wardrobes; to 
wear with tailored, casual or out-and- 


: 


out sports clothes; to wear later on 
with printed and plain costumes.” 
For high shoe advertising, it’s inter- 
esting to observe that there is a 
distinct style trend this season in the 
ads themselves towart#the use of soft, 
fine screen Ben Day backgrounds on 
which the shoes, accessories, etc., are 
pictured in deeper tones and type is 
overprinted in black. Line sketches of 
fashion figures showing the costumes 
for which the particular shoes shown 
in the ads are designed also appear 
in some instances on the gray, which 


may cover the entire area of. the ad- 
verti 


isement or only a pgrtidn'of it, the 
rest consisting of white space. 

While these gray backgrounds lack 
the sharp definition that comes when 
black and white are used, they do pos- 
sess a certain distinction that helps to 
suggest the thought of quality. Who 
originated this particular treatment we 
do not know; in fact, the idea itself 
isn’t new, but the particular use of it 
is original and different, and a num- 
ber of stores in various cities seem to 
have adopted it. After all, most of the 
new ideas in advertising really consist 
of discovering new ways of putting the 
old methods to work so as to produce 
different and more effective results. 


Retailers Hold Annual Dinner 


ALBANY, N. Y.—Seventy-five mem- 
bers of the Capitol District Shoe Re- 
tailers’ Association held their first 
annual banquet recently, This affair 
marked the initial step. toward the 
New York State Shoe Retailers’ con- 
vention slated for October, at which 
more than 700 delegates are expected. 

The next business meeting of the 
association will be held early in March 
at Cohoes, N. Y., when convention de- 
tails will be considered. Westlake R. 
Manuel was chairman in charge of 
the annual banquet committee. 





Montgomery-Ward 
Shoe Managers Meet 


WINSTON-SALEM, N. C.—Managers 
and shoe department heads of Mont- 
gomery-Ward stores in seven South- 
eastern states gathered in Winston- 
Salem recently to inspect new shoe 
styles and to place orders for the com- 
ing season. About 35 attended the 
meeting, viewing hundreds of styles in 
shoes. O. S. Naylor, regional merchan- 
diser of shoes, and his assistant, J. W. 
Stark, both of the New York office, were 
in charge of the style showing. Store 
representatives from North Carolina, 
West Virginia, Tennessee, Alabama, 
Virginia, Florida and South Carolina 
attended the showing. 
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WHEN 
DISCUSSING 


BUSINESS 
WITH SALESMEN 
DON’T OVERLOOK 
THE MATTER OF 

SOLE LEATHER 


To have customers of today, customers years from today, take 
advantage of whatever is practical and necessary to assure service- 
ability in men’s shoes. No detail of shoemaking is of more imme- 
diate and lasting influence on sales, profits and prestige, than the 
leather used for shoe bottoms. 


KISTLER “BENCH BRAND”SOLE LEATHER 


is the standard of quality in which you can place your confidence 
— back of which you can consistently place your selling efforts — 
due to which you can expect the constant growth of business and 
good will. Men’s street, dress, sport and work shoes bottomed with 
it, merit your preference. 


TT 
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FOUNDED - 1840 
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The whirligig of fashion spins fast, iniaavee fast enough 
to overlook the essential style appeal of truly fine kid 
leathers. Evans Leathers are more popular than ever this 
season. Like Stetson in Harper’s Bazaar, many other 
manufacturers are standardizing on Evans Brands for foot 
flattering shoes — in suede as well as glazed kid. And 
Evans White is setting up new records in clear beauty 
and uniformity. John R. Evans & Co., Camden, N. J. 


THE KID WITH A {DE 
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DEFINITE SALES INFLUENCE 
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STYLE 
FINISH 


The new Diamond Brand 
Aluminum Fast Color Eyelets 


have many points of superiority. 
Chief among them are: 
ALUMINUM BASE 
@ CELLULOID TOPS 

@ FAST COLOR 

@ ROLL SETTING 

@ NON-RUSTING 

@ DURABILITY AND 
DISTINCTIVE APPEARANCE 





UNITED FAST COLOR EYELET COMPANY 


. 140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Shoes of 


leather have proved 


Kangaroo 
themselves 
real factors in sales suc cesses. They 
give the retailer a greater per pair profit; a 
consistent, day-in-and-day-out sales volume; a 
steadily growing list of satisfied, enthusiastic 
customers. What arresting, attention-getting 
displays and advertising can be woven around 
the story of the “strange animal from ‘way 
down under!” What a sound, convincing sales 
presentation can be made to those men whose 
interest is aroused! 


And how shoes of genuine Kangaroo deliver! 
Kangaroo leather is 17% stronger, weight for 
weight, than any other leather tanned. It is 
light in weight and pliable, as tough as rhino 
and as soft as fine kid (a comfort combination 
that means real foot-happiness as well as long 
wear). Its tight, even grain takes a brilliant, 
lustrous polish. 


But remember: only genuine Kangaroo has the 
characteristics that keep on selling the shoes 
and the store. “Kangaroo horse,” “kangaroo 
sides,” and “kangaroo calf” are not Kangaroo. 


GENUINE 


TANNED IN AMERICA 
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SURPASS LEATHER CO. eau. 


ZIEGEL EISMAN & CO. sosros 
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"mM AMERICA'S LEADING PASTE 
POLISH AND mM BACKED BY THE 
BIGGEST ADVERTISING CAMPAIGN 
IN HISTORY ls i 
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+h! Shinola is fa- 
ser, longer-last- 
ign is cre- 
he lively, 


Here’s America’s favori 
es for its quicker, easier, 


fhom 


mous in millions 0 
advertising camp@ 


friends for Shinola. Millions will see t 
blanket the country in magazines 
in on this new demand. Put 


display container up on your counter, out front 
sales go up! 





os 
THERE'S ONE OF ME FOR EVERY 

SHOE POLISH NEED..AND DON'T 

FORGET | CARRY THE 

















polish, cleaner, 


an offer your customers @ 
e of shoe! In 


de dressing for every tyP 


Shinola line t 
made to 


Now youc 
dye or sue 
the complete 
in the right color, 


é formula, for eve 
I the shoe dressing business of all 


at @ portunity to gef al 
3 your customers. Stock the complete Shinola line! 
ieee 


ORDER THE BEST SELLER 


When writi 
ng ad 
vertisers please mention Boot and Shoe Record 
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"mM JUST A YEAR OL 
O-RUB-OFF GUARANTEE 


HAS ALREADY MADE ME AM 
FASTEST SELLING WHITE 


p BUT MY 


ERICA'S 





a 








Last year Shinola White startled the trade. Because it 
d...white shoe cleaner 


c wante 


offered what the publi 
guaranteed not to rub off... 
county's largest selling white cleaner: 
will feature a sensational mew guarantcr: 


big announcement in 


this magazine next m 





MORE 





BIGGER SHINOLA P 
FOR EVERY O 


SHINOLA SALES 






















ROFITS 
NE IN 1937 








ht the biggest Shinola sales 
1937 will beat even that 
more powerful ad- 


Last year broug 
in history! And 


record! Bigget, better, 
vertising is already at work to produce 


new customers. Eye-catching full color 
ring them into your store. 
Check your stock... ordet Shinola today. 
Tie up now with the year-round best sell- 
er that keeps the cash register ringing! 


displays will b 


FIRST..STOCK SHINOLA NOW 
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TRENDS 


[CONTINUED FROM PAGE 17] 


Flexible shoes are definitely on the 
increase due to their splendid comfort 
in town and to the admirable promo- 
tion being given them by both manu- 
facturers and retailers. This is also 
true of the very important feather- 
weights in both welt and cemented con- 
structions. 

For country wear, the picture is ex- 
tremely ‘varied and very, very interest- 
ing. There are several really new shoes 
and many changes in the types you 
have been selling. News in materials 
include a new-scuff-proof, briar-proof 
reversed calf, sturdy pig and combina- 
tions of pig and reversed calf, croco- 
dile and reversed calf, two-tones of 
reversed calf and reversed calf trimmed 
with smooth calf. When we think of 
country, the accent falls quickly on 
leathers and leather becomes the natu- 
ral inspiration of the pattern. Bright 
pigskins pull out beautifully over 
walled lasts with heavy storm welts 
and sturdy soles. Here the walled 
last, in one form or another, appears 
again in bluchers of blue or brown re- 
versed calf, trimmed with contrasting 
alligator prints of the same color. 
Trims are more practical than ever 
and are used to make sturdier, less- 
destructible shoes. The trend in trims 
of inlays is more pronounced than ever 
before. Aprons of smooth and grained 
calf are seen in sturdy Norwegian 
reversed calf shoes. In this type of 
shoe, the most unusual and imagina- 
tive combinations of material are ap- 
pearing. Novel patterns, inspired by 
ski-boots and detailed in praétical, 
rugged, oil-treated leathers are an in- 
novation and a real smart thought 
along this line is a high shoe for golf, 
which looks for all the world like a 
lightweight ski boot. Tan reversed 
calf is seen in sturdy brogues, with self 
trim and trimmed with wing tip and 
quarter foxings of grains and boarded 
leathers. ‘This treatment is especially 
effective with the slightly larger kiltie 
tongue—making a new and smarter 
golf shoe. Two-tones of grey in bluchers 
and Norwegian patterns in grey calf, 
inlaid with black calf on aprons are 
decidedly new notes. The two-eyelet 
and classic plain toe model and the 
classic monk shoe, with colored crepe 
soles, are still very important. Lasts 
for country are broader and fuller and 
yet on the whole manage to maintain 
some semblance of a tailored look 
although models finding inspiration in 
ski shoes, and there are ever so many 
shoes of this type—are taking the op- 
posite trend and are characteristically 
broad, square and very full. 

Color in country shoes is definitely 
on the increase—brown having the 
greatest acceptance in all the various 
hunting shades. Green, grey and blue 
are seen both alone and in combination 
with brown reversed calf and trimmed 
with various reptiles and reptile prints. 


Blue, green, brown and maroon in 
welting and in soles is a feature of 
shoes of this type. 

Though our correspondent at Miami 
Beach says that it is a season of com- 
binations—particularly brown and a 
lighter brown at that, we still cling to 
our conviction that the 1937 Summer 
will be the greatest white season ever. 

Patterns for Summer include wing 
tip brogues and bluchers in two, three 
and four eyelet patterns and in monk 
types, novel welted treatments on the 
forepart and heavily perforated models. 
Soles in black and color offer contrast 
to uppers. Colored dress welts are seen 
in otherwise all white shoes. Crepe 
rubber soles and composition soles in 
bright colors, as well as rope soles for 
deck, are seen. There is a new innova- 
tion which might interest some of you 
—that is a chrome leather, laminated 
in crepe rubber for deck wear. It is 
to be seen on both whites and com- 
binations. 

On the matter of ventilated types, 
all indications are that they, too, will 
have their greatest season. Here is a 
fine example of why one should not 
trust one’s personal feelings on fash- 
ion. Many retailers, disliking them- 
selves, are overlooking the bet of their 
lives. If the buying at Chicago was 
any indication, ventilated shoes are 
the hottest news of the coming Summer 
season. They threaten to invade mar- 
kets hitherto held invulnerable to this 
type of shoe. It is well to remember, 
however, that perforations should not 





Novel Display Idea 





A corner of Harris-Goer's small shoe depart- 
ment in Topeka, Kan., showing the economical 
but attractive use of space for displayed shoes. 





be tricky and that perforations that 
are fitted are best. And that punch- 
ings should be in places where they 
are most practical. 

Combinations are definitely of a 
much better design and are decidedly 
more practical. They are most impor- 
tant in the $5.00 and better grades. 
Saddles continue in vogue this year in 
colored reversed calf and in blue and 
brown alligator. Small inlays of pig, 
reptile prints, ostrich and bull frog 
and extremely light-colored calf (almost 
a luggage tan) are seen in the newest 
patterns. Black finds a revival in this 
new inlay treatment—making a very 
smart shoe which is decidedly practi- 
cal, since the areas of white are con- 
fined to those parts of the shoe which 
do not scratch or soil in walking and 
make it a very easily-cleaned shoe. 
Only this morning there appeared in 
the New York Times an ad featuring 
a bull frog trimmed shoe. 

Wing tips and Scotch tips repeat 
their vogue also in a lighter tone calf 
and in alligator which, contrary to this 
trend, is seen in a darker shade. Ball 
straps are important and Norwegian 
patterns should see increased volume 
because of the national promotion 
which was given them last year. This 
is well, too, because Norwegians are 
perhaps the smartest of all the com- 
binations and while they are certainly 
very practical, they have failed to gain 
their share of popularity, perhaps be- 
cause of the unusual look on the foot. 

Colored trims are more important 
and varied than ever before and the 
resistance of the customer to color 
seems to be about broken. Chamois 
and off-white are on the increase, both 
in solids and combinations and in shoes 
featuring bright maroon laces with 
maroon or green rubber or composition 
soles. They may be seen often, too, in 
combination with colored reversed calf. 

Promotional opportunities still con- 
tinue in the Norwegian oxford or 
peasant shoe being developed this year 
in combinations of tan calf and white 
buck and white buck with tan reversed 
calf sabot straps. They are much bet- 
ter fitting shoes this year because of 
the improvements made over the Nor- 
wegian originals which were anything 
but good fitters and which, as a matter 
of fact, could not be worn with any 
degree of comfort or security without 
the heaviest and roughest kind of wool 
hose. A late flash is the development 
of this type of shoe in peasant fabrics 
with brilliant colored composition soles 
and gay leather sabot strap and trim. 
It is felt that quite a volume can be 
done for beach wear and general lounge 
wear in a shoe of this character. 
Huarachas, and the many different 
types developed from them, in com- 
binations and white leathers are ob- 
vious projections of the vogue that 
shoe enjoyed last year. 

Before closing, I would like to say 
a word about grey—which may be the 
dark horse for 1937. It’s no secret that 

[TURN TO PAGE 59, PLEASE] 
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(Wearnte-Bino 


\ 


(i ah FASTER STYLING AND 


SUPERIOR QUALITY 


BRING AN EVER-GROWING CONSUMER 
ACCEPTANCE FOR WEATHER-BIRD 


SHOES. 


With the most modern up-to-date patterns to be found any- 
where in shoes for boys and girls, Weather-Birds for Spring 
hit a new high in acceptance. Orders booked thus far this 
season break all previous records. This new and faster styling, 
backed by the exceptional quality in every pair—strongly 
built over scientifically designed juvenile lasts—advertised to 
the parents and supported by a complete promotional pro- 
gram, establishes the Weather-Bird franchise as the most 
profitable one in children’s shoes. 


Their ‘‘first steps’ 

are important. This 

shoe is absolutely 

right to start them / 

off with healthy 
feet. 






















When the little girl 
asking for 


No shoe can give 
the child more 
protection or 
longer wear than 
Weather - Bird 
shoes like these. 





1A Xt they're too 
big for kid- 
“- shoes— 
till too youn: 
for lotion Boys’ shoes that 

f , take it’ 

















Weather-Bird Promotion includes direct mail pieces, 


envelope stuffers, post-cards, newspaper ads, one-minute : 


radio transcriptions, movie shorts and special promotion Branch of International Shoe Co. 
plans such as the Weather-Bird Stamp Plan, also the Sa: Lake Béleseust 
famous Bicycle Plan. 


WEATHER-BIRD SHOES ARE CORRECTLY DESIGNED FOR GROWING FEET 
When writing advertisers please mention Boot and Shoe Recorder 
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T. W. GARDINER COMPANY -: LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 

Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 


thentic service at all times. 


Ww 


THE LAST WORD 


UNITED 


UNITED LAST COMPANY 




















140 FEDERAL STREET, BOSTON, MASS. 
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REGIONAL J SERVICE 


N [AM 


The individual and collective experience and 










facilities of these manufacturing units 


are constantly available to the Shoe Industry 


















FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. ¥ 

v. W. GARDINER CO. KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS CO. 


BROCKTON, MASS. MILWAUKEE, WIS. 
stewart & potrenco, THE LAST WORD ywitep tastco., tro. 


SROOKLYN, N. Y. U N | T E D MONTREAL, P Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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FOOT HEALTH WEEK 
POSTERS! 


APPLE GREEN AND BLACK 
17 x 22 INCHES 


5 for $2.00 20 for $4.50 
10 for $3.00 30 for $6.00 
100 for $18.00 





(WE PAY POSTAGE) 


MATRICES OF S 1X These compelling, colorful posters are a 
FOOT HEALTH WEEK apoeeeary part of og Foot Health Week 
| L L U S T R AT | 0 N S promotion program | 


Included are reproduction of 

Foot Health Week Poster in 7 5) 

two sizes, and four other s 

timely illustrations for 5 


FOOT HEALTH WEEK ADVERTISING 


R. E. ANDRUSS—BOOT AND SHOE RECORDER, 239 W. 39th St., New York 


Please send us..... FOOT HEALTH WEEK POSTERS, and... SETS of matrices of FOOT 
HEALTH WEEK ILLUSTRATIONS. 


Check (or Money Order) enclosed, or... . .Mail C.O.D. plus postage. 
ete a tee oe eer ee Se ae es 
aks he i iets a ay, tins coh ee 9 NE Sik Hielni ew Oe cee se, Sek 

PLEASE PRINT YOUR NAME PLEASE MAKE CHECKS PAYABLE 
AND ADDRESS CLEARLY TO BOOT AND SHOE RECORDER 


La . 
er i i i 


——— ee ee we we we we ee we ee ©) 
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. « « But she does know that the toes 
of her shoes stay neat and trim and that 
this pair is more comfortable in the toe 


because there are no wrinkled linings. 


cee Instinctively, she pays her tribute 
to Celastic in going back to the same 
store—or in asking for the same brand — 


when she buys her next pair of shoes. 


@ 








THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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Carnelian Kid, combined 
with Carnelian Doeskin, 
makes an attractive sum- 
| mer shoe to wear with 
such costumes as the 
printed dress at the 
right. Shoe from Johnson- 
Stephens-Shinkle. 





Ready for Immediate Delivery! This 
Jewel Red of the Current Season 





Carnelian, a color rich in cadences of red, gold and brown, is this 





season’s most important accessory discovery. It may be promoted to 


CARN AN blend with such important costume colors as Thistle, Beige, Fog Blue, 
GLAZED KID, NO. 47 black, navy or grey. An immediate demand for it has sprung up the 
VODE DOESKIN, NO. 970 country over, and Standard Division is prepared to fill immediate orders 


on Glazed Kid and Vode Doeskin. 


STANDARD AID - DILVISHON 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
ex. When writing advertisers please mention Boot and Shoe Recorder 
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Shoe Vleuss 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, FEBRUARY 20, 1937 


NATIONAL NEWS 





Indiana Show Largest in Five Years 


~ 


Record Attendance Recorded at 14th Annual Shoe Buyers’ 
Week—Many New Styles Shown with Colors 


Receiving 


INDIANAPOLIS, IND.— Novel colors, 
fabrics and styles were shown to shoe 
buyers in more than one hundred dis- 
plays of footwear and accessories, at 
the fourteenth annual Indiana Shoe 
Buyers’ Week, held in the Claypool 
Hotel in Indianapolis, February 7, 8 
and 9, under the auspices of the In- 
diana Shoe Travelers’ Association. It 
was regarded as the largest observance 
of Indiana Shoe Buyers’ Week in five 
years. 

Due to the flood in the southern part 
of Indiana and parts of Kentucky, the 
attendance was smaller by at least 
one hundred shoe buyers. Despite the 
fact that many of the towns in the 
southern part of the state were still 
submerged, representatives from Louis- 
ville, Ky.; Dayton, Greenville, Zenia, 
Ohio, and other towns bordering on 
the Indiana line were registered. Of- 
ficial registration by the Indianapolis 
Convention Bureau showed 475 persons 
had registered. On Sunday, the largest 
and most profitable day, 279 persons, 
mostly shoe buyers, registered. A sur- 
vey among exhibitors revealed the fact 
that business in general was well ahead 
of last year, with an increasing demand 
for better footwear. 

White shoes, it is forecast, will give 

way to the more brilliant colors for 
women, if samples displayed are a cri- 
terion. It was estimated white foot- 
wear will drop to 50 per cent, and 
perhaps more. The newer trends in 
women’s fashions include the use of 
novel fabrics such as palm beach cloth 
and wheat linen with contrasting kid 
trims. Ventilated leathers in combina- 
tion colors maintained style standings 
for afternoon wear. 
- Linen prints, petti-point strips, col- 
ored suedes in pastel shades, two-toned 
cloth shoes with perforations embroi- 
dered in costume-matching hues, were 
some of the effects shown in formal and 
informal shoes and sandals. 

New styles for men were few, but 
include pigskin ventilated styles, palm 


Big Play 





DATES TO, REMEMBER 


Easter Sunday ...........- March 28, 1937 


Official Leather Openings, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 

April 5, 6, 1937 


Pacific Northwest Shoe Retailers, An- 
nual Convention, Hotel Davenport, 
Spokane, Wash. 

May 30, 31, June 1, 2, 1937 


Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 


Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
WO iscccccsandsnces July 18, 19, 20, 1937 





beach cloth trimmed in calf and wash- 
able kids in gray ahd white. Two- 
toned gray combination was exception- 
ally well received by buyers, as were 
white shoes with brown, black and gray 
saddles. 

On Sunday night, officials of the In- 
diana Shoe Travelers’ Association en- 
tertained George Groves, president of 
Groves Shoe Company, Chicago, at a 
dinner given in his honor. 

On Tuesday night, special honor was 
paid to all shoemen who had served 
more than fifty years in the shoe busi- 
ness at a stag party given in their 
honor. Included in the list of old-timers 
were George J. Marott, Indianapolis; 
Sam Schwartz, Muncie; Homer Beals, 
Noblesville; C. S. Strayer, Columbus, 
Ohio, and formerly of Indiana; Charles 
E. Wilson, Adam Grosskopf, Claude 
Crowder and Joe Warrender, all of 
Indianapolis. 

In his final statement, Charles I. 
Slipher, president of the Indiana Shoe 
Travelers, pronounced the buyers’ week 
the best in five years in attendance and 
volume of business. 


Shoe Price Increases 
Announced 


St. Louis, Mo.—Wholesale shoe price 
advances ranging from 5 to 25 cents 
a pair were announced last week by 
International Shoe Company and 
Brown Shoe Company, the two largest 
general line houses in the St. Louis 
market, 

The International announcement 
stated that this advance in prices ac- 
counts only in part for increased costs 
of raw materials and adds that a con- 
tinuation of the present markets for 
hides and leather may result in a fur- 
ther revision. In a letter to retailers 
selling International lines, W. H. Moul- 
ton, president of International Shoe 
Company, says: 

“Despite the increasing costs of our 
shoes, due to higher prices for leather 
and hides, we have striven to avoid 
changing our prices. Sound business 
principles warrant no further delay. 

“The advances listed account for 
only a minor part of the increased 
costs; a continuation of the present 
market will make further advances 
inevitable. ; 

“Since our new prices are below the 
replacement costs based on present 
leather and hide markets, it seems in- 
evitable that shoe retail prices must 
soon reflect their increased costs. 

“Our company has never been an 
exponent of high prices. We have 
sought to keep our shoes within reach 
of the buying masses. But when costs 
rise, prices must also rise, or quality 
must go down. Our company is un- 
willing to lower its quality. Instead, 
we are continually striving to improve 
the quality of our product, and we are 
now making the best shoes we have 
ever made.” 


Shoe Workers Trained 


Marietta, GA—A school for train- 
ing shoemakers has been established 
here by the Edgewood Shoe Factory, 
of Atlanta, in order to supply the in- 
creased demand for trained workers 
which will come with the opening of 
its plant extension. About 75 people 
are being trained in the Marietta 
school. 
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Modern Syracuse Store Opened | 





The interior of the new Nisley store in Syracuse is a good example of the modern 
shoe store in which room and fixtures are blended in a pleasing color combination 
and the whole laid out in a most efficient and convenient manner. 


Syracuse, N. Y.—With competition 
as keen as it is these days, appearances 
count for a great deal in the business 
of selling. For there can be no ques- 
tion that people are favorably im- 
pressed by a good-looking store front, 
or by attractive, well-dressed windows, 
and will ofttimes go out of their way 
to patronize one store in preference to 
another for no other reason than that 
they were attracted by its appearance. 

But of course there’s a whole lot 
more to it than merely a good-looking 
front and attractive windows. For the 
interior of the store must fully con- 
form with this important merchandis- 
ing principle too if the job is to be done 
in the proper manner. 

Located in a block in which there are 
nearly a dozen other retail shoe out- 
lets, the new Nisley Shoe Store which 
opened recently here at 437 South Sa- 
lina Street, affords perhaps one of the 


best examples of the important role 
that appearances play in retail shoe 
merchandising that could be found any- 
where in Central New York. Inside and 
outside the owners of this store have 
spared neither time, effort nor expense 
to create an atmosphere that cannot 
fail to impress its clientele favorably, 
and no merchant will deny that in these 
days favorable first impressions are 
half the battle when it comes to selling. 

With a front of Carrara structural 
glass in a color combination of ivory, 
gray and black, and a striking back- 
ground design for the windows that is 
also gray, the appearance of the store 
is such as to command the instant at- 
tention of almost anyone who may be 
passing by. And this despite the fact 
that the keynote of the whole is sim- 
plicity, with nothing of gaudiness about 
it all. There are any number of fine 
looking stores in this same block, and 


yet one might pass nearly all of them 
with no more than a casual glance to be 
instantly impressed by the attractive- 
ness of the Nisley front, and the tasty 
appearance of the windows with their 
neatly arranged merchandise against 
the gray-colored glass background. 

Inside the color combination is one 
of bird’s-eye maple, with ivory-colored 
ceilings and walls matching the color 
of the boxes on the shelves, and plush 
seats of light brown. At the right of 
the entrance is the hosiery and hand- 
bag department with its attractive and 
well-dressed showcases, while above and 
behind these counters built-in, glass- 
covered cases provide still more space 
for interior merchandise displays. 

The manager of the store is Edward 
V. Hall, and he is authority for the 
statement that since the opening of the 
new store Nisley sales in that city have 
shown a very appreciable gain, with 
business well in excess of the corre- 
sponding period last year. 





Sherwood Welt Department to 
Make Red Cross Shoes 


CINCINNATI, OHIO— The Sherwood 
Shoe Company, Incorporated, of Roch- 
ester, N. Y., and The United States 
Shoe Corporation, of Cincinnati, have 
entered into a contract whereby the 
entire Goodyear welt production of the 
well-known Rochester firm will be 
turned over to the exclusive manufac- 
ture of Red Cross Shoes for women. 

Beginning February 15, the Sher- 
wood Shoe Company will devote its 
entire welt production to the exclusive 
manufacture of Red Cross Shoes. This 
will give them a largely increased out- 
put for 52 weeks in the year, and, fur- 
thermore, they will now devote their 
entire merchandising efforts to the 
further expansion of their well-known 
— lines of Littleway and Sbicca 
shoes. 





WALTON “Sorted 





CUT SOLES and SOLE LEATHER 
ENGLAND WALTON DIVISION ¥ A. C. LAWRENCE LEATHER CO - BOSTON 

















Committees Appointed for 
Northwest Convention 


SPOKANE, WASH.—Plans for making 
the Ninth Annual Convention of the 
Pacific Northwest Shoe Retailers one 
of the finest in the excellent history of 
this progressive organization are fast 
being completed. 

This year the convention*will be held 
in this city at the Hotel Davenport. 
The dates of May 30, 31, June 1 and 2 
have been picked up by the directors 
so that the traveling men would have 
a chance to come to the convention 
and really sell some shoes. 

This is Spokane’s first major conven- 
tion and the entire committee, aided 
and abetted by the directors of the 
association and the local Chamber of 
Commerce, are all working hard to 
make it a tremendous success. 

The general chairman of the con- 
vention is Arthur S. Schulein. Russell 
Walker is the secretary-treasurer. The 
following are heads of their respec- 
tive committees: Entertainment, Otto 
Warn; Housing and Registration, Lloyd 
Hill; Publicity, Will Kronenberg; 
Women’s Committee for women’s ac- 
tivities, Mrs. Russel Walker, and 
Chairman Travelers’ Activities, Harry 
Bennigson. 

In speaking about the coming shoe 
convention, Mr. Schulein said: 

“It is with a great sense of personal 
gratification that I assume the gen- 
eral chairmanship of Spokane’s first 
major shoe convention. I look forward 
to greeting the merchants and buyers 
who will come to our city, and we will 
promise them a real welcome. Spokane 
has many natural advantages that 
should be seen to be appreciated. I 
hope every retailer will take the oppor- 
tunity of spending one or more days 
after the convention is over to see our 
beautiful country. 

“As for the convention itself, we 
are going to do our utmost to surpass 
those that have gone before, and the 
Davenport Hotel has promised us full 
cooperation in the entertainment of our 
guests. Our registration list is already 
growing. It would be well for you to 
register early and enjoy the Ninth An- 
nual. Convention with us in Spokane.” 


Window Display Makes Sales 


Los ANGELES, CALIF.—Ross T. Pauls, 
display manager for the Wetherby- 
Kayser shoe stores, has installed a 
trim in the Seventh Street store which 
is making many sales for the store. 
One window is devoted to Laird 
Schorber spectator sport shoes and is 
labeled, “Spring Classics.” A complete 
showing of all types of spectator sport 
shoes, together with a plentiful show- 
ing of the proper hand bags and ho- 
siery to complement the shoes, is stop- 
ping the traffic. Vieing with this win- 
dow, is one with the musical theme of 
“The Hit Parade.” This musical mo- 
tif has a background of large cut-out 
musical notes, with smaller notes fas- 
tened to the ivory pedestals. The cen- 
ter section of this trim is given over to 
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This Little Pig really GoES to Market . 


ATA. Dent PIGSKIN 


INNERSOLES + COUNTERS + WELTING 





To YOUR Market—Customers who want Healthy Feet, Comfort, 
and Value in their footwear. NEWFLEX PIG- 








sorbs foot acids. 


SKIN INNERSOLES provide all the necessary 
features. A Porous, Pliable surface that ab- 


It molds itself to snugly fit 


the foot, and holds its shape without cracking, 
curling or hardening. On your Men’s, Women’s 
and Children’s shoes, reach your Market with 
Newflex 
Healthy Feet and bring back satisfied cus- 
tomers for the next pair. Our Sales Depart- 
ment will be pleased to send samples at your 


Pigskin Innersoles. They'll build 


request. 


EDGAR S. KIEFER TANNING COMPANY 


Tanneries at Grand Rapids, Michigan 





Sales Dept.—223 W. Lake St., Chicago. 


Boston—Lyman P. Gutterson, 42 Lincoln St. 


- 


Phone, Liberty 1206 
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the multicolored pastel kid suede san- 
dals which are so popular in the city 
this Spring. To the front are the open 
toe and heel models in pumps and high 
riding effects. Balancing this to the 
rear is the gabardine display. Many 
gabardines, trimmed with patent, silk 
and with kid in a wide variety of pat- 
terns complete this sales compelling 
window. 





Where to Buy in New York 


Boot aNp SHoE Recorper frequently has 

inquiries from hotels, shopping bureaus 
= from individuals who wish to know 
where various brands of shoes can be 
bought at retail in New York City. The 

Recorder endeavors to supply such 
information whenever it is able to do so. 
To facilitate this service, information from 
manufacturers as to their outlets in the 
five boroughs of the Greater City, men- 
tioning names of brands, retail dealers 
and street addresses, will be greatly appre- 
ciated. 

Please address — Boot anv SHoE Re- 
corpErR, Inquiry Department, 239 W. 39th 
Street, New York City. 








Jacobson Bros. Employees 
Hold Annual Get-Together 


New YorkK—The Paradise Restau- 
rant was the scene, recently, of the 
annual get-together of the employees 


of the Jacobson Bros. Shoe Stores. A 
crowd of over 300, complete with wives, 
joined in the fun. Robert Jacobson and 
Benjamin Jacobson were guests of 
honor. 

A high point in the evening was the 
presentation of fitting mementoes by 
A. Greenberg, president of the Jacob- 
son Bros. Employees’ Association, to 
Louis Jacobson and M. Hillman, retir- 
ing president and chairman of the en- 
tertainment committee respectively. 
Master of ceremonies for the occasion 
was Bert Frohman. 





Captain Llewellyn 
Convalesces In Florida 


Captain Jack Llewellyn, known 
among his wide circle of friends in the 
trade, especially on the coast, during 
his long association with Ault-William- 
son Shoe Co., and. Vaughn-Towle Shoe 
Co., has been serving in the Quarter- 
master’s Department of the Army as a 
purchasing agent for the 83 C.C.C. 
camps in Wisconsin, his headquarters 
at Sparta, Wis. He has just come 
through a month’s illness due to pneu- 
monia at the Fort Sheridan Hospital, 
and to complete his convalescence is 
making a motor trip to Florida with 
Mrs. Llewellyn during the next four 
weeks, with Miami Beach his objective, 
where he can have the benefit of the 
warm sun and sands and salt water. 











Baseball Shoes 
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MEN'S BASEBALL SHOES 
Ne. 2500 Sprint Model 
Leather Uppers. Leather 
lined, vamp and tip. Steel 
Cleats. Sizes to 11. 


















- Men's Shoes 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S.A. 
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Charles E. Goodrich 


to Style for Vitality 


St. Lovis, Mo.—The Vitality Shoe 
Company announces the appointment 
of Charles E. Goodrich as stylist of 
their women’s and children’s lines to 
succeed Harry R. Rogers, who resigned 
to become an officer of the Juvenile 
Shoe Corporation. 

Mr. Goodrich for many years repre- 
sented the Queen Quality division of 
the Thomas G. Plant Company, first 
as a sales representative in several 
territories in the East and Middle West 
and later as district sales manager of 
the Middle Western Division with head- 
quarters in Chicago. For the past three 
and a half years he has represented the 
Vitality Shoe Company in the Mountain 
States territory. 

He thus brings to his new work a 
wide experience in the problems of suc- 
cessful selling and merchandising, com- 
bining these with the practical point of 
view of the consumer. 





Trade Literature 


Wausau, W1s.—The Pied Piper Shoe 
Company of this city have recently dis- 
tributed their Spring catalog of Pied 
Piper Shoes under the title of the “Pa- 
rade of Juvenile Footwear Fashions.” 

In addition to an unusually wide 
range of patterns and staple shoes from 
First Steps to Growing Girls, the cata- 
log goes into full detail in explaining 
the patented genuine Goodyear Welt 
process by which Pied Piper shoes are 
made and outlines the exclusive~fea- 
tures of the line. 

The new catalog also contains the 
announcement of an enlarged program 
of national advertising backed by a 
broad plan of dealer cooperation. 

Shown, also, is the comparatively 
new “Posturator” line, 
covers all sizes from 6% in infants to 
10 in growing girls. It is stated that 
this line has gained such immediate 
acceptance that sufficiently broad retail 
store representation has been acquired 
to justify including this feature correc- 
tive line in the national advertising 
program. é 

An interesting new window display 
is being presented for Spring, in which 
the Pied Piper figure is personalized 
through the medium of a photographic 
reproduction showing the Pied Piper 
character posed with two very attrac- 
tive children to portray in lifelike fash- 
ion the Pied Piper slogan, “Guardians 
of Foot Health.” 


The Red Wing Shoe Company are 
sending out their new catalog, and it 
embraces an entirely new principle not 
seen previously in any catalog of shoes. 
The front cover carries an index, mak- 
ing it easy for the merchant to turn 
to the page showing any one of some 
thirty different classifications. Also, 
each cover has an extension that folds 
in, this fold-in consisting of post cards 
with in-stock form for ordering shoes. 
The title page has a merchandising 
angle of a cash register, and asking 
the merchant “Let’s look thru your 
cash register.” 

Every detail of the lines covered, 
ranging from riding boots through hik- 
ing boots for men, boys and women, 
also industrial and work shoes for men 
and boys, on through a line of chil- 
dren’s shoes, is made so clear that the 
merchant knows exactly what he is or- 
dering. Every detail of construction is 
also shown. 

Requests to us for the catalog will 
be sent on to the manufacturer. 





The Freeman Shoe Corp. give a new 
treatment to their Spring-Summer cat- 
alog, which makes it one of the finest 
ever issued by this great organization 
and one the merchant will find it easy 
to order from. The book is wire 
stitched, and in four sections, with a 
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LITTLE SHOES FOR 
YOUNG WALKERS 


Youngsters who have outgrown 
the shoes of babyhood, constitute 
the only replacement for those 
juvenile department customers who 
graduate daily into adult sizes. 
Attract these new customers b 

offering Flexible Hard Soles (2-8 

carrying the name and Trade Mark 
so familiar to millions of mothers. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Soft 
Sole—Iintermediate and 


FLEXIBLE HARD SOLES 











title page for each of the following 
lines: Master-Fitters, Imperials, Fash- 
ion-Built, and Champions. Photographic 
studies, many in actual colors of the 
shoes, give a pictorial effect to the 
book, and adequately portray the 
character of lasts, shades of leather 
and fineness of finish. The company’s 
slogan is “Worn with pride by mil- 
lions,” and it shows no lack of pride 
in the character of literature it sends 
to its big list of dealers. 





H. C. Wurm Joins 
Bayer Bros. 


New YorkK—Harry C. Wurm, who 
has been connected with R. Neumann 
& Company, Hoboken, N. J., since 1925, 
and for the past ten years as superin- 
tendent in charge of correcting and 
improving their methods of tanning 
and finishing seal and calf skins, has 
joined the organization of the Bayer 
Brothers Leather Company, Inc., 2 
Park Avenue, New York City, and tan- 
nery at 91-101 Colden Street, Newark, 
N. J., which firm for a great number 
of years has been one of the largest 
tanners of reptiles, specializing in alli- 
gator skins. 

For the past two years this firm has 
taken up the production of seal skins 
and is now enlarging the capacity of 
their plant, especially for the produc- 
tion of this type leather. 
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Features Color in January 





A salesman in the Emporium shoe department showing several models to Gerd Weren- 


skiold, well-known model, in the recent store-wide promotion of color, 


This photo- 


graph was used heading the ads used by this store in this promotion. 


SAN FRANCISCO, CALIF.— The Em- 
porium Department Store here, carried 
through the drab days of January with 
a store-wide promotion of color. The 
shoe department found this theme a 
very stimulating one and arranged a 
smash window display of shoes in solid 
primary colors with contrasting ties, 
and beach sandals in three or four col- 
ors. The handsome window attracted 
unusual attention. 

Frank Ross, shoe merchandising man- 
ager, reports that in spite of the unsea- 
sonably cold weather which has visited 
all of California, sales reached a new 
high for these sports shoes. 

During the promotion gabardine in 


street shoes was given the head billing 
for Spring. This event was heavily 
advertised, the new type of Emporium 
ads using illustrations which are a 
combination of outline sketches, and 
photographs of live models, wearing 
featured numbers. Heading the ad was 
an illustration of Mr. Scott, salesman 
in the shoe department, showing the 
new line to Gerd Werenskiold, the beau- 
tiful blonde model who has created a 
sensation in local advertising circles. 
The featured numbers were in blue 
and black gabardine, T-straps and step- 
ins trimmed with smooth calf or patent, 
and cut-work trim with open throat. 





Chicago Travelers Plan 
Shoe Buyers’ Day 


CuHIcaGo, Itt.—The Shoe Travelers 
Association of Chicago plans an inno- 
vation in the wholesale merchandising 
of shoes and accessories. With Feb- 
ruary 22 as the initial day, the sixth 
floor of the Morrison Hotel has been 
set aside for the displaying of shoes. 
Thereafter, the last Monday in each 
month throughout the year will be 
known as “Shoe Buyers’ Day.” 

The object of this innovation is to 
make it more convenient for shoe buy- 
ers by showing all the lines under one 
roof. Furthermore, buyers can see new 
styles as they: appear without waiting 
for the salesmen to reach their towns. 
Frequently it happens that because of 
extensive and scattered territories, the 
salesmen cannot get around to all their 
trade until a style is practically out. 

Quicker deliveries will result and 
towns will be better served. Special at- 





tention will be given to the trade in 
Illinois, Indiana, Michigan, Wisconsin 
and Iowa. 

The present line-up of committees is 
under the supervision of the officers of 
the association—Joseph Kalisky, presi- 
dent; Norman N. Souther, vice-presi- 
dent, and Eugene A. Bailey, secretary- 
treasurer. 





G. B. Foster Resigns 


from Boyd-Welsh 


St. Louis, Mo.—George B. Foster, 
well known model cutter and designer, 
formerly of Boston, but for the past 
ten years being located in St. Louis, 
three and one-half years with the 
Pedigo Weber Shoe Co. and six and 
one-half years with the Boyd-Welsh, 
Inc., in charge of lasts, dies and pat- 
terns, also assisting on styles, has re- 
signed and will take a much needed 
rest in Florida for the month of Feb- 


ruary. 
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Bowling Shoes 
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BOWLING SHOES 
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William Noll Given 
Testimonial Dinner 


Boston, Mass. — William “Billie” 
Noll, who for the past 36 years has 
guided the financial and _ secretarial 
business of the Boston Shoe Travelers 
Association, was called to the Essex 
Hotel on the evening of February 6 to 
attend a testimonial dinner given by 
friends and members of the association 
in tribute to him on his retirement from 
office. 

The party sat down to a steak and 
chicken dinner, during which music was 
furnished by the Hotel Essex orchestra 
and quartette. As the dinner pro- 
gressed, solos and group singing were 
rendered. by several members. 

Following the dinner, Fred Pacifici, 
vice-president of the association, intro- 
duced George J. Loveley, chairman of 
the Noll Testimonial, who outlined the 


object of the get-together. 
The gavel was then handed to 


Thomas A. Delany, secretary-treasurer 
of the National Shoe Travelers Asso- 
ciation, who in his inimitable and ver- 
satile manner spread the spirit of good 
fellowship and called upon . several 
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shoe men present for short talks. In- 
cluded in this group of speakers were 
Christopher Briel, president of the 
Southern Shoe Travelers Association; 
J. Frank Crehan, Frank Colburn, Jack 
Jones, John Meggett, Tim Murphy, 
Frank Perry, James H. Stone, manager 
of the New England, Shoe and Leather 
Association; Max Wind, Charles W. 
Morrill, Frank Masterson, Allen Hol- 
brook, James Lunney and George Mc- 
Intire. 

Letters of congratulation to the 
honored guest were received from Hec- 
tor Lynch, president of the National 
Shoe Travelers Association; LeRoy 
Creveling, Oran McCormack, Marcus 
McWeeney, president of the New Eng- 
land Retailers Council; Aaron W. Gage 
and W. M. Oakman. 

Major Charles Cahill of the United 
Shoe Machinery Corporation gave a 
talk on his collection of shoes from 
all parts of the world, it being the 
most complete and best catalogued ex- 
hibit now in existence. 


Boyd-Welsh Earnings 
$17,000 Last Year 


St. Louis, Mo.—Net profit of a little 
more than $17,000 after charges and 
provision for income taxes will be 
shown by Boyd-Welsh, Inc., producer 
of women’s style shoes, in its forthcom- 
ing annual report for the fiscal year 
ended November 30. It is equal to 40 
cents per share on the approximate, 
42,000 common shares outstanding, and 
compares net profit of $28,629 in the 
1935 fiscal year, which was equa! to 
68 cents per share. 

The 1936 profit is after a nonrecur- 
ring charge of $10,000, which was paid 
out by the company in settlement of 
litigation on an old contract brought by 
a former Chicago branch manager. 

Net sales for the year were 12 per 
cent ahead of the 1935 period. The 
company recently granted wage in- 
creases to its employes and also in- 
creased prices on its shoes. 

The balance sheet is expected to show 
cash on hand as of November 30 of 
about $60,000, as against $30,207 a 
year previously. 

Its current ratio is said to be about 
6 to 1. The mortgage issue now out- 
standing in the amount of $75,000 has 
been extended five years by all but a 
small number of mortgage holders, and 
the bulk of the $94,400 of debentures 
has been extended five years. Efforts 
are being made to obtain extensions 
from the other holders. 


Harris with Huth & James 


PITTSBURGH, Pa.—Harry Harris,.for- 
merly traveling for the Brown Shoe 
Company, joined Huth and James as 
representative in the Western Penn- 
sylvania territory. He succeeds R. D. 
Stitt, who died here recently. 





1937 
a a 
RE-SALE POWER 


Because their first-step 
comfort is permanent and 
a factor in promoting 
better foot health, Van Tan 
Innersoles encourage re- 
peat sales. Your customers 
will appreciate Van Tan 
comfort—you will appre- 
ciate their sales-building 
ability. 

VAN TASSEL LEATHER CO. 

NORWICH, CONN. 


VANIAN 


the perfect leather innersole 











Baynham Company to Move 


Dayton, On10—The Baynham Shoe 
Company, which has been located at 
44 West Third Street for a number of 
years, is moving about March 1 to its 
new location at the southwest corner of 
Main and First Streets, formerly occu- 
pied by the downtown sales office of the 
National Cash Register Company. M. L. 
Riggs, president of the company, and 
president of the Dayton Shoe Retailers 
Club, has indicated the new store room 
will be modernized and will be one of 
the most up-to-date shoe stores in this 
section of Ohio. 

In announcing his removal, Mr. Riggs 
has been using advertising signs on 
street cars, telling of the store’s big re- 


moval sale. 





Seton Tannery and Labor 
Reach Amicable Accord 


Newark, N. J.—Following confer- 
ences between the executives of the 
Seton Leather Co., the Mayor of New- 
ark, New Jersey, and representatives of 
the numerically minor group of tannery 
employes, who have been striking for 
about ten weeks, an agreement was ef- 
fected last Thursday. Open shop, re- 
turn of the strikers to their positions 
and the acceptance of wage increases 
which were announced by the Seton 
Leather Co., prior to the walkout, are 
the salient features of the settiement. 

















William A. French Dies 


BrRocKTON — William’ A. French, 
president of the Stacy-Adams Com- 
pany and one of New England’s most 
widely known manufacturing execu- 
tives died last Saturday, following a 
brief illness in his 75th year. 

Scores of his associates and manu- 
facturing executives attended funeral 
services held from the Sampson funeral 
parlors Tuesday with interment at 
Melrose Cemetery. He leaves two 
daughters, Mrs. Helen T. Luce and 
Miss Virginia S. French and a brother, 
Charles French. 

Mr. French, a recognized authority 
on leathers was affiliated with the 
Stacy-Adams Company for more than 
45 years, and for the past 40 years 
served as its buyer of upper leather. 
He was made a member of the com- 
pany in 1908, a director two years 
later and made vice-president in 1919 
and its president in 1934. 





Shoe Unions Join CIO 


LYNN, Mass.—The United Shoe and 
Leather Workers, which is demanding 
a 15 per cent wage increase for its 
25,000 members by Feb. 23, has re- 
cently voted to affiliate with the C.I.O. 
(Committee for Industrial Organiza- 
tion) under the leadership of John L. 
Lewis. The Boot and Shoe Workers’ 
Protective Union, at Haverhill, Mass., 
has taken similar action, but the pro- 
posal to join forces with C.I.O. was re- 
jected by Brockton’s Brotherhood of 
Shoe and Allied Craftsmen. 





Canadian Production Up 


MONTREAL, CANADA—The Dominion 
Bureau of Statistics reports Canada’s 
output of leather footwear during the 
calendar year 1936 amounted to 21,- 
888,531 pairs, compared with 21,712,688 
during 1935. Production for the month 
of December totaled 1,539,942 pairs, 
a@ seasonal decrease of 62,388 pairs 
from the preceding month, and a de- 
crease of 26,044 from the same month 
of 1935. 

Total imports during the year were 
18,322 pairs, worth $29,801, against 
21,929 at $26,093 in 1935. 

Exports of Canadian leather foot- 
wear showed an increase in both vol- 
ume and value over 1935, amounting 
to 231,707 pairs, worth $503,037, 
against 155,402 pairs at $350,704. 





National Opens New Factory 


MARLBORO, Mass. — National Shoe 
Company of Marlboro, Mass., one of 
the Consolidated National Group, has 
opened a new factory on Howe Street 
and has installed additional equipment 
for the making of Compo Women’s 


Welt Shoes. 


Collins-Morris Manufacture 
in St. Louis 

St. Louis, Mo.—Collins-Morris Shoe 
Company, who have been making 6000 
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Old Shoe Contest Good Advertising 


FRIEDRICH SHOE 





STORE 


Canton, [ll.—A wealth of advertising was obtained by the Friedrich Shoe Store, here, 


from an old shoe contest recently held by this store. 
the shoes gathered together during the contest, 


The above photograph shows 
The pile was fourteen feet long, seven 


feet wide and several feet high. Tha entire collection was turned over to the Salva- 
tion Army for distribution to the poor of the city, many of the shoes needing only a 


little attention to be made ready for wear. 


From left to right in the above photograph are H. I. Payne, manager of the store; 


P, J. Friedrich, owner; 


C, E. Clark, representative of the Peters Shoe Company; two 


members of the Salvation Army, and J. G. Davis, mayor of Canton. 





pairs of Compo Shoes daily in their 
Owensville factory, have now started 
making similar types in St. Louis. This 
brings the total production in the 
Collins-Morris factories to over 15,000 
pairs a day, probably the largest vol- 
ume of any company devoted exclu- 
sively to the making of children’s shoes. 





New Ski Tow Boosts Boot Sales 


DENVER, CoLo.—Ambitions now be- 
ing realized to make Berthoud Pass 
one of the world’s largest ski tows has 
led to unusual interest in this famous 
sport and as a result has created ten- 
fold demands in ski shoes in Denver. 

The attractive ski display in the 
tower room on the second floor at the 
Daniels & Fisher Stores Co., 16th and 
Arapahoe St., where Bergmann’s ski 
shoes are showing at $16.50 in hand- 
made stock for higher purchases and 
Bass shoes at $6.95 to $12.00, have 
sold ten times the number of ski shoes 
this year as were sold last year. Bass 
shoes from $10.00 to $12.00 are the 
double leather shoes. 


Black Leading Spring Color 


DayTON, OHI0O—Black is the predomi- 
nating Spring color in shoes in this 
city, according to a consensus of retail 
shoe dealers. Blue and brown are run- 
ning a close race for second honors. 

It is not expected that there will be 
much of a volume in coronation styles 
in this city, according to retailers, al- 
though they will be used prominently in 
window displays. It is expected most 
of such sales will be to those caring for 
the spectacular. 





WHERE 
TO 


BUY 





Ballet Slippers 


C6 hh FE EPS 


BALLET SLIPPERS—IN STOCK 
FINEST QUALITY, BENCH MADE 


No. 100, Bik. Kid, Soft Toe 
Turns, Rights & Lefts. 


6-11 Ye-2 22-8 
12 13 1% 
SCHWARTZ & HERDER, Inc., Mfrs. 
70-72 NO. 4TH ST. PHILA., PA. 






I i i ii eal 


Dancing Shoes and Taps 


hh hh 


y Pat. Tap Slippers 


IN STOCK 


822 828 

(MeKay) (Turn) 
BYe-11 $1.80 $1.65 C 
UYa-2 1.35 1.75 B-C 

2-8 1:40 1.85 A-B-C 
822 C width only. 

ALSO LOWER GRADES 


SCHWARTZ & HERDER, ING. MERS. 
70-72 N. 4th $ Philadelphia, Pa. 














New Children’s Store Opened 


Los ANGELES, CALIF.—A shoe store 
for children’s footwear has been estab- 
lished as Children’s Bootery at 1103 
Glendon Avenue here by John A. 
Schultz, of 820 Levering Avenue, Los 
Angeles. 
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Dancing Shoes and Taps 









DANCE 
SHOES 
In 
Patent Stock 
Wiese’ 94-48 ° 
White Kid Women's Misses’ Sizes 
Wines'siéo | A-B'O 2%4-8 tine 


























= Owens SHOE Co. = 
—— 28 Goodhue St., Salem, Mass. —— 
TAP DANCING SHOES 
; IN-STOCK 
PATENT 
LEATHER 
Women's 
2 to 8 
$1.35 
nae 
; i $1.25 
| = nae Children's 
also, white kid 10¢ pair extra $1.20 
BLOG SHOE COMPANY 
147 Duane St. New York, N. Y. 
Obituaries 
Daniel A. Boyle 


FitcHBURG, Mass.—Daniel A. Boyle, 
72, vice-president of the Gil Ashe 
Shoe Co., died here February 4 at the 
Burbank Hospital after a nine-day 
illness of pneumonia. 

He is survived by his widow and 
a niece. The funeral was held at St. 
Bernard’s Church, February 6, at 10 
A. M., and burial was in the Parish 
Cemetery. 

Mr. Boyle was born in Lowell, but 
moved to Fitchburg when he was 12 
years old. He was one of the original 
stockholders in’ the C. W. Bennett 
Shoe Company and became president 
of that company in 1907. When the 
Gil Ashe Co. was formed five years 
ago he was made its vice-president. 

He was a member of the Fitchburg 
sewer commission in 1910, a charter 
member of the Fitchburg Council, K. 
of C., and was treasurer of the coun- 
cil from 1895 to 1913. He was also 
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The Public Demands Attractive Stores 


[CONTINUED FROM PAGE 26] 


good shoes right. That “right,” how- 
ever, covers everything from size to 
shape of last, to pattern and to even 
the material of which the shoe is made. 

Selling shoes right in the right sur- 
roundings is the positive answer to 
the problem of convincing a man or 
woman the shoes are worth the price 
asked. This may not be the flashy 
way of doing business, but it is a 
sound way. Just adhere to the old- 
fashioned principle of fitting the head 
first and then not forgetting to fit 
the feet. 

To do all this as it should be done 
necessitates carrying a very unusual 
range of sizes. Therefore, in these 
stores, many crazy styles are omitted. 
A study of the style situation will 
convince one that the people today 
selling many high style shoes try to 
cover too many patterns. Here, if a 
shoe is bought, it is bought right from 
AAAAAs to Cs a up to lis. In 
our stocks, 9 and 10 quads are as 
common as 5 Cs were twenty-five 
years ago. 

Now I believe a store can lay stress 
on too many things, either too much 
on style or too much on sizes. It is 
the stock that has a sane balance of 
both in keeping with the individual 
trade, that makes the surest. profit 
year in year out. 


A customer’s valuation of a pair 
of shoes, or anything else for that 
matter, is based on the physical aspect 
of the surroundings, a point that 
many shoe retailers overlook, espe- 
cially those who have been in business 
a long time. Their shabbiness may 
not be apparent to them, but it is to 
the trade, which compares their store 
to the smart new shops of all types 
which abound in every community. 

Bright, clean, modern stores go a 
long way in making shoes look the 
price asked. Retail trade everywhere 
rightly demands to be served in at- 
tractive stores. In my own case, my 
life in spent in ny stores. I demand 
that these stores be comfortable to 
my trade and to myself. I want things 
as clean and fresh looking as a bride’s 
new home. 

This is based on my personal likes, 
of orderliness and cleanliness, as well 
as my belief that our organization has 
an obligation to our trade in main- 
taining stores for them in which they 
can be served properly and happily. 
And this does not mean an ornate 
room on the order of a movie queen’s 
boudoir by any means, as the pictures 
of our stores clearly indicate that we 
operate regular shoe stores. Yes sir! 
Good Shoes deserve good stores. 





a charter member of the Fitchburg 
Lodge of Elks and of the Holy Name 
Society of St. Bernard’s Church. 





Philip S. Abbott 


Boston, Mass. — Funeral services 
were held here February 10 for Philip 
S. Abbott, 68 years of age, who had 
been associated with the leather trade 
in this city for nearly half a century. 
Mr. Abbott died February 8 at the 
Baker Memorial Hospital after a long 
illness. 

A native of Worcester, he had trav- 
eled extensively in the United States 
and in Europe as a representative of 
the A. C. Lawrence Leather Company, 
with which he had Been connected from 
1896 until his retirement six years ago. 
Earlier in his business career he had 
been employed by Hummell & Son and 
by Herson and Pemberton Bros. 

Mr. Abbott is survived by his widow, 
Mrs. Barbara Abbott; a son, Lawrance 
Abbott,.and a daughter, Mrs. Cleveland 
Putnam. 





Frank J. Pushee 


Boston, Mass.— Frank J. Pushee, 
who traveled New England for Lane 
Bros., wholesale shoe firm of this city, 
died recently in the Somerville Hospital 
after a brief illness. Funeral services 
were held Saturday, February 13, at 


the Somerville Congregational Church, 
followed by interment in Manchester, 
N. H. 

Mr. Pushee, who was 58 years of 
age, lived in West Somerville and had 
been a member of the Boston Shoe 
Travelers’ Association for many years. 
At the time of his death he was a 
member of the Executive Committee of 
that association, and was, furthermore, 
one of the best known traveling sales- 
men in the East. Surviving him are 
his widow and a daughter now attend- 
ing Jackson College. 





Harry Novick 


BuTLerR, PA.—Harry Novick, 39, pro- 
prietor of the Economy Shoe Store 
here, died suddenly at his home Febru- 
ary 8. He moved to Butler from Pitts- 
burgh 23 years ago and has been as- 
sociated with his father in the shoe 
business for the last 20 years, becom- 
ing proprietor of the local store when 
his father died 18 months ago. 

Mr. Novick had been president of the 
B’Nai Abraham Congregation for seven 
years and past president of the B’Nai 
Brith Lodge. He was also a member of 
the Board of Commerce and the Mer- 
chants’ Bureau. He is survived by his 
widow, Sadie Novick; two sons, four 
brothers and five sisters. Funeral ser- 
vices were held here February 9. 
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SNAP UP YOUR SHOES WITH 


SPRING -TO- FIT 


Here’s a simple shoe form that will make 
your sample line or your window display 
look like a million! Spring-to-fit forms 
will round out each fashionable line, stress 
each selling feature in your shoes. 


Start using the Spring-to-fit form now. 
Take every advantage you can in making 
your line look as trim and as perfect as it 
should. Insert Spring-to-fit forms in your 
shoes. You'll be showing a snappier dis- 
play, a better looking line. Write us now 
for the complete details. 


SHOE FORM CO., INC. 
AUBURN, N. Y. 


For full information telephone the nearest 


branch office of United Shoe Machinery Corp. 





Licensed Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Northampton Frankfort 
England 


Melbourne, Australia France Mexico City, Mexico 


Paris Germany 











Jesse Adler Visits 
South America 


New York—Jesse Adler, well-known 
New York shoe man, sailed on Friday, 
Feb. 12, for a two months’ trip to South 
America. While there, Mr. Adler will 
visit both the east and west coasts, 
mainly for recreation, as he told it, but 
also to study economic conditions in 
our sister continent. 





Lenox Increases Output 


FREEPORT, ME.—The Lenox Shoe Co., 
having completed two additions, is in- 
creasing output to 16,000 pairs daily 
of shoes for men and women. 

More than 1500 are now employed. 
The town has about 2600 people and so, 
to obtain shoe workers, the company 
hires them for miles around, and they 
come in about 300 motor cars daily. 


Hamilton Brown 
Re-elects Officers 


St. Louis, Mo.—The directors of 
Hamilton Brown Shoe Company re- 
elected all officers at the organization 
session. They are: Luke E. Hart, presi- 
dent; William H. Matoushek, vice- 
president; Joseph E. Woracek, secre- 
tary, and John E. Christie, treasurer. 
Mr. Hart reported the company was 





maintaining its sales gains over a year Shoe Club Holds Gala Affair 


ago that developed last Fall. 





Dietrich a la Russe 





The famous film star, Marlene Dietrich, 
returned recently on the Berengaria from 
Europe wearing a smart tweed suit with 
Russian fur hat and with her famous legs 
encased in knee-length boots. With her 
extremely short skirt and boxy coat, the 
_— give a distinctive and smart swagger 
ine, 

Not a fashion for everybody but cer- 
tainly effective on the right person in the 
right place and at the right time. 





New YorkK—Saturday evening, Feb- 
ruary 13, the Shoe Club of New York 
held its third annual dinner-dance and 
entertainment at the Hotel McAlpin. 
Nearly three hundred guests were in 
attendance to enjoy the excellent din- 
ner, fine dance music by Nat Brusiloff 
and the outstanding entertainment 
headed by the incomparable Belle 
Baker. 

Harry S. Kushins, vice-president of 
the Shoe Club, acted as master of cere- 
monies for the occasion, presenting the 
entertainers and speakers with a near 
professional aplomb. 

Samuel G. Staff, president of the 
club, offered a short speech of welcome 
to the many leading figures in the shoe 
industry who made up a large part of 
the assemblage. Following this, a line 
of waiters carried in a large birthday 
cake denoting the third anniversary of 
the Shoe Club. 

The entire evening progressed with- 
out a dull moment with the dancing and 
merrymaking continuing until after 
three o’clock. 





Brown Shoe Adds Equipment 


St. Louis, Mo.—Increased demand 
for Compo women’s welts has necessi- 
tated the installation of additional 
equipment for making this type of foot- 
wear at the Brown Shoe Company 
plant in Mattoon, III. 


colorful tuli 
lavender and green. 
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SPRING 
and 
EASTER 


The backgrounds of both ticket 
and card are shell pink, with a 
design in deep 

















_——— 





na 





loa 





CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 
or oval base-burnished gold— 
three color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 
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: Everyone Passing 
is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative. selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. © 


Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00-—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 


Polly Clips 
Pouy Cup for Price Tickets—Adjustable— 
for Price Tickets J at any angle. 





Polly Shoe Holder 


To display arch, branded, and 
bre-sole shoes. Always re- 

mains in upright position. 

ih 


00 
Recorder Stock Record 
Tickets 
for shoe cartons. Cyclone clips 
Hower. 
Pat. Pending 





included: 




















marx, 
Selswape 





Pitoe.......<.04 1 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
om — Choice of forty selling phrases, 
or 


12 dozen (printed or blank)...... $2.00 
6 oo o . 








SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
eards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. . 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 

















@ERVieE | MONTHLY | CARDS | HoLDERs | SANK, 
Ne. | $5.00 12 é 100 
Ne. 2 460 8 4 100 
Ne. 3 3.00 ‘ 2 80 
Ne. 4 2.28 4 2 i 


























FOR ITSELF «+ IN 
INCREASED BUSINESS 


/ Mi tb (oupor Nor o/ 























“R”: Pale yel- “QO”; White “Pp”: White 
lew beard. De- board; design board. Design 
sign in me- im two shades in turquoise 
dium blue. of green. blue and rese. 


Size: 12” x 2%"—Prices on opposite page. 
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ANNUAL SHOW CARD SERVICE 


FOR 


AERC 


oot S 


COUPON 


(Cross out 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


lines not carried.) 
quantities and denominations: 


For 


per month. 


«++. per year, payable 
cash In advance, full year’s 


For this service we will pay 
$ 


— 


service, 5% discount. Checks 


subscribers 
must be drawn on U. S&S. 


foreign 


from 


banks, or include exchange. 


STORE NAN SSS 


if for any unforeseen reason 
we wish to discontinue ser- 


vice before expiration of or- 


OWN © RS 


der, we agree to pay $1.00 


SRE > 


QD >>>S>SE>SSSS[[=||======SSSSSSSEE STATE Saas 


for 


additional 
each month’s service deliv- 


card holders. 


month 
ered, and agree to return the 





per 








pr mo 


CHICAG 


Gheot. with order, please, unless C.0.D. preferred 


beginning with FEBRUARY, 


Please enter our order for the 
Recorder ‘Selling Messages,” 
continuing monthly for one 


STATE ST 


year, for Card Service 


++» consisting of 
--. Card holders (with 


the first month’s service), 


e.. Cards, and ........ 










£93 
= Ww 
zug 
eZ. 
io 
J 
s=3¢ 
2:35 
2 3 
x + tw @ 
o + @ 
Sik 
“'¢ 
sa? 
20F 
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SALESMAN WANTED 


FOR SALE 


POSITION WANTED 





REPRESENTATIVES WANTED — Estab- 
lished spat manufacturer has good terri- 
tories open. Complete line, easily and quickly 
presented. Liberal commission—retail, 
ment store and wholesale price e. Refer- 
ences. Address F-244, care J3oot Shoe Re- 
corder, 209 So. State St., Chicago, Illinois. 


WELLENOWN eastern manufacturer of 
stitchdowns, featuring complete line of in- 
fants’, children’s, a ing girls’, — and 
men’s stitchdowns, ing for 

salesman to cover MID-WEST VOLUME 
TRADE on commission ag oo Give record of 
road selling experience and age. Address 
F-248, care Boot & Shoe Recorder, 239 West 
39th Street, New York, , A 


"NEW. YORK CITY and Philadelphia—to sell 
Ski Boots and Sporting boots. Prefer man 
who at present is selling non-conflicting line 
to Sporting Goods Stores and departments and 
can handle our line as side line on straight 
commission. Give present connection and full 
details —Chippewa Shoe Mfg. Co., Chippewa 
Falls, Wisconsin. 


WANTED: Representatives familiar with the 
better trade, to carry our high grade “Self- 











Starter” line of intermediate creeping and 
first walking shoes as side line, throughout 
the Middle-Western and Southern states. Sizes 
1-6. Write Middle-West Sales Headquarters, 
The Carpenter Shoe Co., Inc., Box 5533, 
Cleveland, Ohio. 


STRONG side line A. F. of L. Union Made 
work shoes. Line includes steel safety toes. 
5% straight commission. State full ' particu- 
lars and references first letter. Practically all 
territories open. J. Swed Shoe Co., Inc.— 
533 N. Water Street—Milwaukee, Wisconsin. 


WELL established Slipper Manufacturing 

Company has an opening for live wire sales- 
men with following of Chain Stores, Jobbers, 
and Dept. Stores. Strictly commission basis. 
Address F-250, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











SHOE DEPT. WANTED 


SHOE Dept. wanted in well rated store doing 
$350,000 or more volume in medium grade 
merchandise. Radius 75 miles from New York. 
Now operating successful dept. and will per- 
sonally conduct business full time. Address 
F-254, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








FOR SALE 








Established profitable shoe department in 
small Missouri town for sale to an experi- 
enced young shoe man who is financially 
responsible, Must have good references. 
Give full information in first letter. 
Address F247 
Care BOOT & SHOE RECORDER 








209 South State St., Chicago, Ill.* 





AMILY shoe store; modern front, small 
stock, busy section; very reasonable. 566 
Orange Street, Newark, * 
E STABLISHED paying family shoe store in 
Connecticut industrial city of 40,000. Rea- 
son ill health. Reasonable price. Address 
F-252, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


| AM IN TROUBLE 


Have to sell store and move 
on account of my health 


Established corrective 
shoe store featuring 
“Conformal” shoes. Not 
one shoe in stock over 
six months.. Good loca- 
tion—low rent—mailing 
list—card index of cus- 
tomers—X-ray machine 
—new fixtures. Located 
in middle western city of 
about a million popula- 
tion. Write at once— 
make offer—must have 
immediate action. F 240, 
Boot & Shoe Recorder, 
1627 Locust St. St. 
Louis, Mo. 














LINE WANTED 


CHILDREN’S PREWELTS for Metropolitan 
New York and Newark. Commission. Ad- 
dress F-243, care Boot & Shoe _ 239 
West 39th Street, New York, N. 


A MAN of national reputation = experience 
selling shoes to best accounts in ter part 
of United States wants = s of men’s, women’s 
and children’s that are om right for New 
York metropolitan area. mission basis. Ad- 
dress F-242, care Boot & Shoe Recorder, 239 
West 39th Street, New York, i Y. 


ee reliable salesman wishes 
line women’s shoes retailing $3-$4 pos rs 
pag Southern Territory. Address F-251, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 
EXPERIENCED Energetic—Salesman Avail- 
able—A Real Producer—I am seeking a 
connection where my ability as a live wire 
Salesman for over twenty years will work to 
mutual satisfaction. Successfully Selling Shoes 
to Department and Chain Stores, Jobbers and 
average Retailers. Have splendid following in 
Greater New York, Connecticut, New Jersey, 
Pennsylvania, Massachusetts, Maryland and 
Washington. References as to = » Pacnge Bo and 
character are easily available. 
care Boot & Shoe Becgeder, Pi) West 33h 
Street, New York, N. 

















MAN with College education and fifteen 
years’ experience buying and merchandising 
better quality Men’s, Women’s and Chi ildren’s 
Shoes who has been with outstanding firms in 
larger cities of Middle West and South is open 
for connection. Address F-253, care Boot & 
or aa 239 West 39th Street, New 
or’ 





MERCHANTS’ NEEDS 








CAN'T Se. BOOTIES? 


We'll cut 
them down 
to oxford 
height. Re- 
tailers every- 
>. where are 
| . sending us 
'-) their bootie 
lines — we're 
remodeli 

them to we 
fitting ox- 
fords. Send 
us a trial 
pair. 


‘aad: 





B. NELSON, INC., 223 Duffield St., Bklyn., N. Y. 








INCREASE YOUR SHOE SALES 
Twin Shoe Pocket-Bag 
cee tates oat beet, Peer 
holds beth ‘shoes, space suitable for advertising, 6 
samples for $1. Send for yours teday. 
COVERALL MANUFACTURING CO. 
765 10th Avenue New York City 











“te 
ble when 
men’s and wemen' 
$3.00 per dezen 
M. D. POLLINGER « co. 
| St. Leuls, Me. 
“ana us pereuror 
e & CO. 
6N “a » Canada 











mum 
address should be counted. 


The rate for all display classified ee & 
Classified advertising is payable in advance. 
ES Advertisements for this page must be in our New York office on Friday of the week preceding: publication. “Ge§ 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is word. Minimum charge, $1.25. 


7. 7 cents 
When a box number is desired twelve words should be added for the address. fa 


‘In all other cases each word of the 


$5.00 an inch with a maximum of 45 words. 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








$4.00 


$2.25 
HALF @ress 


Pouy Cur 
for Price Tickets 








Tilts at Any Angle 


M. D. Pollinger Ce. 
HOLLAND BLDG. 
sT. Louis mo. 











WANTED TO PURCHASE 








WE BUY 
Entire or Surplus Wholesale and . 
Btocks, Also Branded Shoes such 


Waik-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch rver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 
IRVIN RUBIN 
“The House of Jobs” 
898 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5i8! 








Buyers of Surplus Stocks 
one TS Se oe A ae 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phene WOrth 2-5377 and 5378 

















Evening Business 
Around the Calendar 


[CONTINUED FROM PAGE 15] 


duced last Fall, were brought in at a 
season that was not nearly so logical 
for them as the warm weather months 
should be. Another high style note, 
for wear with the many black back- 
ground prints, is the black doeskin, ex- 
tremely open sandal. 

Then we have all the cotton and 
linen fabrics in Summer evening 
clothes—an infinite variety of them. 
Slippers in white linen weaves, white 
kid and white patent are the most 
logical choice for this informal type 
of dress. Tintable and pastel linen 
fabrics are also indicated. Cotton mesh 
is a revival that will go beautifully 
with sheer washable dresses. 

The third classification, the more 
formal type of evening dress, in light. 
Summer versions, calls for tintable 
silk fabrics, for doeskins, for the new 
silk prints, for occasional embroideries, 
for Summer versions of metallic slip- 
pers. There are more metallic touches 
being used this season in dresses than 
usual at this time of year. And so a 
slipper in metallic mesh (as illustrated 








THE ORIGINAL 


Shoe Shrinking Devices. 
DO NOT BE MISLED 
by patent warning notices. 
We own Patent No. 1990142 





These shrinking devices enable you to 
make all your customers not only satisfied 
but permanent by giving 
them added service in 
eliminating gaping = 
fullness from around 
top of shoes, preventing 
slipping at the heel or 
ping at the sides, and 
y removing nkles 
from quarters, vamps, 
and linings. These de- 
vices when used with 
our specially prepared 
fluids, which are scien- 
tifically necessary, 
shrink fullness from al 
leathers or fabrics with- 
out harm to either. 
Send your order or write for detail in- 
formation. 


Special combination offer $25.00 (fluids in- 
cmeees in above prices) f.o.b. Indianapolis, 
ndiana. 


E. C. SMELTZER CO. 


121 E. 5Sist Street, Indianapolis, Ind. 





Curved type iren 








BUSINESS OPPORTUNITY 








Money in Foot Correction— 
BE A TECHNOPEDIST 


Our otenies are bethding successful seine 

this and dignified profession. ome Study 
Course, including Srothing models and equipment, 
furnished at low cost. Easy terms. Write 

THE TECHNOPEDIC INSTITUTE 
665 Broad Street Newark, N. J. 














in the sketches) is a perfect, high style 
complement in shoes. It is. metallic, 
but with the light touch of Summer. 

In silhouettes, the cross strap and 
the high front, low side outline share 
the honors. The familiar strap sandal 
yields more and more to these newer 
silhouettes. Anklets remain a limited 
novelty, accepted on the West Coast 
and in a few high style stores in the 
big cities. Toes are open, almost uni- 
versally. But as the season progresses, 
we find: many manufacturers building 
up that mule-strap, entirely heelless 
line that was so prominently featured 
in the early showings. It takes a lit- 
tle bit of support at the quarter to 
make a shoe that the average person 
can wear. 

In the Paris openings, shorter eve- 
ning skirts were again endorsed ... 
and this time with great enthusiasm. 
Schiaparelli’s “Waltzing Dirndls” 
were a high spot of the showings. 
These gathered-at-the-waistline, ankle- 
length dresses are inspired by the Salz- 
burg peasant costume. With them, slip- 
pers laced, ballet-fashion, about the 
ankle were shown! Chanel also en- 


dorsed the shorter skirt. 





INTERCHANGEABLE Metal Figures 
” high. For Pricing Merchandise. 
Used by Leading Shoe Stores 

SET: $8.50 for satin finish (dull) 
$10.50 for chromium finish (bright) 
100 numerals—20 dollar signs, 20 periods, and 
20 bases in a set. When ordering, mention the 
prices you display—assortment made accordingly. 
Also plate glass mirror signs, blue 
or black, with white catalin letters 
COMBINATION PRODUCTS CO. 
64-74 West 23rd St. New York, N. Y. 




















Should be In 


Beery sige store, eves an 
corrests tight-fitting shees. Raises vam 

tip. Len too short shoes. M b+: 

rade of ‘steel, nickel plated. For sale by, shee fadiane 
lobbers and wholesale shee houses everywhere, er 

your order direet te us. 


$5.00 COMPLETE 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. St. Louls 


with 3 sizes 
of Last 








Trends 


[CONTINUED FROM PAGE 40] 


a famous chain retailer, doing a better 
than $6.00 type of business, made a 
killing on grey last year. It may in- 
terest you further to know that it was 
bought in Chicago by key retailers who 
are determined to do a thorough job 
cn it this Summer. It is seen in all- 
over reversed calf country types and 
in street types of smooth calf; and in 
combination with black—that is black 
on tip and quarter foxings—and as a 
trim on white buck and white elk for 
sport shoes. In certain leathers, as 
far as the tanners are concerned, it 
has even now definitely reached vol- 
ume. If the type of retailer who bought 
it in Chicago, does his usual type of 
promotional job with it, there is no 
saying how far grey will go next Sum- 
mer. It will bear watching, but make 
sure that it is careful watching. 
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Famine for Galoshes 

SPOKANE, WasH.—A famine for 
galoshes for men exists in Spokane, 
according to Lloyd Hill of the Model 
Boot Shop, one of the city’s leading 
shoe stores. 

“We sold out this week for the third 
time in a month and another emer- 
gency order has been wired to In- 
diana. 

“Galoshes cannot be bought in the 
Northwest, as all wholesale stocks 
have been exhausted, and we are hav- 
ing to send East,” Mr. Hill said, “The 
unprecedented and continued deep 
snow (the deépest in the 50 years of 
the Spokane weather bureau) has 
finally made men come to wearing 
galoshes, as much as they may dislike 
them. While we have sold lots of 
rubbers, there is no shortage, for we 
always have a big supply and the deep 
snow has made rubbers generally in- 
effective. We have also been able to 
supply the demand for women’s ga- 
loshes, as such footwear is more or 
less a steady demand here in the 
Winter weather.” 





Varick Hosiery Opens 
New York Office 

PHILAD! Pa.—Varick Silk Ho- 
siery Mills of Philadelphia has opened 
a New York sales office at 366 Broad- 
way, Room 209, from where this na- 
tional selling organization will func- 
tion. The line consists of 39, 42 and 
45 gauge hosiery, made in all chiffon 
and service weights. Although the of- 
fice has only been recently opened, sub- 
stantial bookings have been made. The 
line is featured under Frenchtex trade 
mark. 





The Foot as a Mechanical 
Device 
[CONTINUED FROM PAGE 19] 


Once the shoe world recognizes the 
foot as a mechanical device and makes 
necessary provisions accordingly, there 
will no longer be the annoying conflict 
with the foot doctors and the shoe fit- 
ters. 
After all, skill accounts for success- 
ful results. We, as retail shoe men, are 
entitled to the prestige of accomplish- 
ing proper results through our ability 
in correctly fitting shoes and thus al- 
leviating bad foot conditions rather 
than allowing the medical profession to 
appropriate this function. 

In our creative selling, why cannot 
we shoe fitters pursue our calling so 
that we will receive our just credit 
when we deserve it? In the long run, 
we will service our trade much better 
by fitting shoes honestly and scientif- 
ically than by endeavoring to persuade 
the customer that our “health” shoe 
will cure the whooping cough, sleepless- 
ness at night, halitosis, or what not. 
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A Buying Guide 


BOOTS AND SHOES 


BLOG SHOE COMPANY, New York City............0..0 000 c ccc een eee e eee eee 54 
BROOKS SHOE MFG. CO., Philadelphia, Pa.................... Pars Pepe 52 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass..............0. 0.000 c cece eee 50 
ENDICOTT-JOHNSON CORP., Endicott, N. Y.......... 00.0.0. cc cece cece eee ees 4,5 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo... ..........0. 000: c cece cece ee eeee 10 
GOODRICH, B. F.. COMPANY, Watertown, Mass................ 0.00. c cece e ee uee 2 
GREEN SHOE MFG. CO., Boston, Mass...........0000 cc ccc ceeecccceeeeees Back Cover 
JUSTIN, H. J., & SONS, INC., Fort Worth, Texas... 0.20.0... 0. cece c cece ee ee ees 8 
KRIPPENDORF-DITTMANN CO., Cincinnati, O.........0.0.000.0 2. ccc ce ce eee eee 25 
MIDWEST SLIPPER MFG. CO., Chicago. Ill......... 00000. c ccc ceeececuceuceeeeeees 46 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass..................0. cece ee cues 50 
NUNN-BUSH CO., Milwaukee, Wis... ...........05.00 00 ccc ccc ee ce eee Front Cover 
vee eames Gr arin, BGG So. is occ diy os aoe cvecrascectacceneacz.e 54 
PETERS, BRANCH OF INT. SHOE CO., St. Louis, Mo............ 0.0. ccc ce eee ees 4l 
POUe: PRP Ue Ue Ss  WGUER, WIR iio nics i ois coon oleh a ola diva ween ss ove viiswd 51 
ROBERTS, JOHNSON & RAND, St. Louis, Mo..... 2.20.2... 0. ccc cece cc cee eee eens 29 
SCHWARTZ & HERDER, INC., Philadelphia, Pa.............. 0.0 ccc cece cee ee ees 53 
VITALITY SHOE COMPANY, St. Louis, Mo.......0.....00 0.0 c cc cece cece cee eeuees t 
LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Boston and New York City........... 20... cece cece e cece e ee ee eee 46 
COLONIAL TANNING CO., Boston, Mass........... 0.00. ccc cece esse ceeeeeeeers 6, 7 
EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich.......... 3rd Cover 
ENGLAND WALTON DIV. A. C. LAWRENCE LEATHER CO., Boston, Mass.......... 48 
EVANS, JOHIN: R., & CO., Camden, N. J... 0... ccc ccc cc ccc cece cece cee cete 34, 35 
GOODYEAR TIRE & RUBBER CO., Akron, O..... 0.000 e ccc cece eee ee ceeeeees 23 
HUBSCHMAN, E., & SONS, Philadelphia, Pa.............. 0... c cee eee eee 2nd Cover 
KIEFER, EDGAR S., TANNING CO., Chicago, Ill............. Pind i oheeeleniuiiiee es 49 
KISTLER LEATHER CO., Boston, Mass... 00.0... ee iva cc cee cc cecccbescdecets 33 
OHIO LEATHER CO.’ Girard, Ohio. . 3.0... cc cece cece c ec eeceeseecceeece’ 27 
RICHARD YOUNG CO., New York City..... 0.00.0... 0c ccc ccc ec ccc ee ceeeeeueees 37 
ET OMEY Wg OUIONR, WABNE, oso ooo oes nico voc ntc pac cwpiurte ned ba babes 52 
SURPASS LEATHER CO., Philadelphia, Pa... 2.060... ccc ee eee cece eees 37 
VAN TASSEL LEATHER CO., Norwich, Conn............00.0 00.0 cc cece ccc cceecncees §2 
ZIEGEL EISMAN & CO., Boston, Mass.......... 0.00 cc ccc cee cece ececccuccecceeeuce 37 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
DuPONT, E. 1., DeNEMOURS & CO., INC., Arlington, N. J......0.0 000-0 cee eee eee 30, 3° 
HECKER PRODUCTS CORP., (Shinole)................0. 0. cc ccc cece cece ccecees 38, 37 
SPAULDING FIBRE CO., No. Rochester, N. H............ 0.0 cece cc eee ec eee ceeeeee 3 
UNITED FAST COLOR EYELET CO., Boston, Mass...........0 5.0... cece ce cccceuees 36 
UNITED LAST COMPANY, Boston, Mass............0000cc ccc ccc ceeeeccesceuees 42, 43 
UNITED SHOE MACHINERY CORP., Boston, Mass....................0.-0cececeee 45 
STORE EQUIPMENT AND FINDINGS 
COMBINATION PRODUCTS CO., New York City..............cccccccecuecuuues 5? 
NU-WAY SHOE STRETCHER CO., St. Louis, Mo.........0. 000 ccc ccc ccc ec ccceuce 59? 
POLLINGER, M. D., CO., St. Louis, Mo.......0 0.0. ccc cece cece ceceeeeeeeus 58, 5? 
See Ferenc PUN EN: Bs ae a ess ee 55 
SMELTZER, E. C., CO., Indianapolis, Ind............... 0. ccc ccc cc cece cecececcce 59 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City........000000 0c. ccc cccccccceccueuceees 5? 
IRVIN SR SN” TI Ge i stds cook bo oek oc nee ern ell HO 59 
KIRSCH-BLACHER CO., INC., New York City.........0.0000. 0c ccc c cece cceeee 59? 
NS Wie Mn MOS IG oso 5 6 ong o.cia sg ocd bi0> soe ck as ccdbbectn dk. 58 
TECHNOPEDIC INSTITUTE, Newark, N. J....... 00000000 ccc ccc cnc cc ccccecee 59 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass.................... 50 











1. They have a neat “custom” look, particularly in the shanks. 


2. They feel good because of their flexibility, their snug fit at the arch. 


3. No “peely” soles—trimness and neatness throughout the life of the shoe. 


COMPO SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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The South has already shown a definite preference for these 
; Colonial colors on footwear. Great splashes of them are to 
be seen everywhere that style leading people congregate. Pref- 
erence in the South can mean but one thing: There will be even 
greater splashes of Colonial Colored Patents—particularly 
Red, Yellow, Pink and Sno-white—everywhere this summer. 


Write for swatch book of Colonial Colored Patents. 


COLONIAL TANNING 
COMPANY. - Soston, Mass 








When writing advertisers please mention Boot and Shoe Recorder 
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ONLY A FEW MEDIUM SIZED CITIES (25,000 to 100,000 population) do not have profit-making, 
exclusive Health Spot Stores or departments. The franchise for Health Spot Shoes in your city 
may still be open. Write for complete information, including financial budget control system 
which shows definitely how you can produce excellent returns on the money you invest in Health 





MUSEBECK SHOE COMPANY 
DANVILLE ILLINOIS 





IN CANADA, HEALTH SPOT SHOES ARE MADE BY THE MURRAY SHOE CO., LTD., LONDON, ONT. 








When writing advertisers please mention Boot and Shoe Recorder 
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‘When writing advertisers please mention Boot and Shoe Recorder 








ENDICOTT JOHNSON 
SPRING « 1937 








Spring Into Summer 1937—as 
typified by Endicott Johnson's 
outstanding new lines. Shoes that 





are smarter, trimmer, more style- 
ful and appealing than ever be- 
fore—Shoes that will be in de- 
mand by every member of every 
family from coast to coast, during 
the rapidly approaching warm 
weather season. 


Endicott Johnson's In - Stock 
Departments, the greatest in the 
country, are ready to give you 
immediate service. 


Order today!—You'll have the 
shoes you want, when you want 
them! 


*Descriptions for these three shoes 
will be found on the following page. 


ENDICOTT JOHNSON 


ENDICOTT, NEW YORK 
NEW YORK CITY, ST. LOUIS, MO. 























WHITE FOR MILADY \ 


*Ilustrations on preceding page 
*%4502—White Cabretta 


Gypsy Monk Strap. 
White Silk Cord Vamp and Quarter Stitch 
White Cabretta Vamp Lacing 


ing, 17/8 Square 

Cuban Heel, Cempro Construction. Sizes 3/9, 
MME Nas oie icv ot pw euie's saiviewg 9% $2.00 
*%4513—White Cabretta Gypsy Strap, White Calf 
Lacing, 20/8 Continental Heel, Cempro Con 


struction. Sizes 3/9, Widths AA, B, C..... 2.00 
%4510—White Cabretta Gypsy Monk Two Strap, 


White Cabretta Vamp Lacing, 


14/8 Square 
Cuban Heel, es Construction. Sizes 3/9, 
Widths AA, B, C. . 2.00 
2705—White Side Gypsy Tie, 14/8 Rubber Tap 
Heel, Cempro Construction. Sizes 3/10, Widths 
AE WU ccc ckees veveteccalvdsetts.: aw 
2745—Same in Black Kid. 
2814—Same in White Side, 
Heel. 


14/8 Corned 
2815—Same in Black Kid, 





14/8 Covered Heel. 


1.50 
, 10/8 Rubber Tap 


2743—Saine in Black Kid 

1.45 
2744—Same in White Side, 10/8 Rubber Tap 
Heel. 


Heel. 


1.45 
2812—White Side Tie, 14/8 Rubber Tap Heel, 
ai Construction. Sizes 3/9, Widths C, D 

E 











4/8 U 

Gypsy SI. ar 
Swit rach jon. Sizes 

Cempro 


Cemp 

15/8 ro ee cenas 

t side O yiaths B. 

= pee wk ” om 
ons 








IN THE SPRING AND 
SUMMERTIME 


- OF COURSE SHE'LL WEAR WHITE SHOES, AND SHE'LL 
BE WEARING THEM ALL THROUGH THE WARM 
WEATHER MONTHS, TOO. FASHION REPORTS FROM 
PALM BEACH AND PALM SPRINGS ASSURE US OF THAT. 


SO—HERE'S A BRAND NEWLINE OF ENDICOTT 


JOHNSON WHITE SHOES THAT YOU'LL BE PROUD TO 


SHOW TO EVERY CUSTOMER THAT YOU HAVE, FOR 
THERE'S REAL STYLE, AN INDIVIDUALITY OF PATTERN 
AND A SELLING PRICE THAT OFFERS MORE THAN 


JUST SATISFACTION IN EVERY PAIR. 

ORDER THESE SHOES TODAY! BE READY TO SELL 
YOUR CUSTOMERS TWO OR EVEN THREE PAIRS WHEN 
THEY COME INTO YOUR STORE. OUR COMPLETE IN- 
STOCK DEPARTMENT IS CONSTANTLY AT YOUR 


SERVICE. 


3664—White Side U Throat Tie, 19/8 Con- 
tinental Heel, Cempro Construction. Sizes 


SPT NGIOAD Oo oc on 6. ts occas $1.45 
3657—White Side Sandal, 19/8 Continental 
Heel, Cempro Construction. Sizes 3/9, 
WIG Codie casi: vsc.c esr teow. 1.45 
3658—White Side Sandal, 19/8 Continental 
Heel, Cempro Construction. Sizes 3/9, 
Wee Cage ccslatnd e's: oyis eh eee 1.45 
3659—White Side Front Strap Sandal, 15!/./8 
Cuban Heel, Cempro Construction. Sizes 
ie Oh TS Sn ne ies 1.45 
3660—White Side Two Buckle Front Strap, 
15'./8 Cuban Heel, Cempro Construction. 
Sizes 3/9, Width C. 






















































































A NATION 
will demand 


9052—White Buck Bal, Oak Sole, 
Rubber Heel, Goodyear Welt. Sizes 
6/11, Widths B,C, D......... $2.10 


9045—Same in 7 Wide. 


9057—White Buck Bal, Two Row Cord 
Vamp, Oak Sole, 9/8 Leather Heel, 


Goodyear Welt. Sizes 6/11, Widths 
RSS Pe ae 2.10 


9056—White Buck Bal, Oak Sole, 9/8 


Leather Heel, Goodyear Welt. Sizes 
6/\1, Widths B, C, D. ....... 2.10 


9051—White Buck Bal, Oak Sole, 


Leather Heel, Goodyear Welt. Sizes 
6/11, Widths B,C, D. ....... 2.10 
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9058—White Buck Bal, Tan Tip and 
Foxing, 9/8 Leather Heel, Goodyear 
Welt. Sizes 6/11, Width C. ... 2.10 


7709—Gun Metal Kip Side Bal, Oak 
Sole, 9/8 Leather Heel, Goodyear 
Welt. Sizes 5/12. Widths B, C, D. 


2.15 
7708—Same in Tan. 


7705—Gun Metal Kip Side Bal, Oak 
Sole, Rubber Heel, Goodyear Welt. 
Sizes 5/11, Widths B, C,D. ... 2.15 


pric 
pict 
Ord 





OF MEN 


these styles 


East and West, North and South, wher- 
ever men live and work and play there will 
be a steady demand for Endicott Johnson's 
men’s shoes in just the styles that are illus- 
trated on these pages. 


Double pair sales can easily be made a 
feature of this line. White for warm weather 
wear, correct for either business or leisure 
hours; while the smart new patterns in black 
or tan are always steady favorites year in 
and year out. 


Theyre good shoes, they're popularly 
priced and they're right in the men’s fashion 
picture for the Spring and Summer season. 
Order them today from In-Stock! 





7701—Gun Metal Kip Side Blucher, 
Oak Sole, Rubber Heel, Goodyear 
Welt. Sizes 5/12, Widths B, C, D. 

$2.15 


7739—Gun Metal Kip Side Bal, Oak 
Sole, Cord Vamp, 9/8 Leather Heel, 
Goodyeer Welt. Sizes 5/11, Widths 

Sg a Sie soap tae 2.15 


7738—Same in Tan. 


7775—Tan Kip Side Bal, Oak Sole, 
9/8 Leather Heel, Goodyear Welt. 
Sizes 6/11 Width D. ........ 2.15 


7772—Same in Gun Metal. 

























































4700—Infants White Pat- 
ent Sandal, Wedge Heel, 
Stitchdown. Sizes 2/6. 

$ .72' 
4701—Same in Black Patent. 
4703—Same in Red Patent. 
5541—Infants’ and First 
Step, White Elk Front Strap 
Sandal, Stitchdown. Sizes 
RON Ea a ar | 
5542—Same in Patent. 
5067—Misses' and Childs’ 
White Elk Front Strap San- 
dal, Surewear So! e, Stitch- 
down. Sizes 8!/>/2. .. .85 
5068—Same in Patent .82!/, 
5018—Misses’ and Childs‘ 
White Elk Two Strap Sandal, 
Rubber Sole, Stitchdown. 
Sizes 8'/2/2. ......... .80 
5017—Same in Brown Elk. 








5364—Misses’ and Childs’ White Elk Front Strap 
Sandal, Surewear Sole, Lasred in Heel Seat, 6/8 
Leather Heel, Stitchdown. Sizes 8'/2/2.... $.95 
5365—Same in Patent. 
3500—Misses' White Side Front Strap, 8/8 
Covered Heel, Cempro Construction. Sizes 
5 ERO ER pies hos sheer ey ae 1.25 
3500!/2-—Same in childs’, 8!/2/12. ....... 1.15 
3504—Girls' White Side Two Buckle Sandal, 
10/8 Leather Heel, Cempro Construction. Sizes 
BSP Losec edi Ss oh cok Keaecd eee 
3505—Same in Misses’ 12!/./3 in 8/8 Heel. 
1.20 


3477—Same in Patent in Sizes 3!/2/8... 1.37!/2 
3478—Same in Misses’, Sizes 12!/2/3..... 1.20 
2500—White Elk Two Buckle Front Strap San- 
dal, Linol Sole, 10/8 Rubber Tap Heel, Stitch- 
MT ROE OPT isa cass testo 1.27), 
2501—Same in Brown Elk. 
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FOR SPRIGHTLY YOUNG 
MISSES AND CHILDREN'S 
WEAR IN THE SPRING 
AND SUMMER 


Popular young ladies of Fashion are really 
fussy about their footwear this season. 
They're demanding shoes just like the older 
set and you can bet that they're not going 
to buy any pair that is shown to them. 


il 





—Which, of course, is just the reason that 
Endicott Johnson has spared no effort in 


making this line so smart that the Youngest 
Set will say, "Just What We Wanted.” 


Nor has Endicott Johnson forgotten the 
tiniest tots in the designing of this line. 
There are shoes that appeal to them, too. 


j 
It's a smart and long-wearing line—it's 
specially built for young and growing feet 
and its purpose is to aid merchants in build- 
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ing a profitable children's business. 
Our In-Stock Department will serve you 
immediately! Peete. 





2012—White Nu Buck Oxford, Nickel Eyelets, 
11/8 Leather Heel, Goodyear Welt. Sizes 3/9. 

1.60 
1409—Girls' White Side Oxford, Rubber Sole, 
10/8 Rubber Tap Heel, McKay Construction. 
Giese BAI... os ccnsececenssas ne, an 


1425—Same in Misses’ with 8/8 Heel. Sizes 
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1615—White Nu Buck Ox- 
ford, Nickel Eyelets, 11/8 
Leather Heel, Cempro Welt 
Construction. Sizes 3/9. 
1.45 
1584—White Side Sandal, 
Snap on Kiltie Tonque, 


Cempro Welt Construction. 
S266. 3/9)... oo cs FA 























them. 


Constructed to withstand rough wear these 
models in both white and black are ideal for 
Spring and Summer promotion, for every active 
youth in your community is a strong potential 


customer. 


In-Stock for immediate delivery! 


5865—Gun Metal Bal, Oak 
Sole, Leather Heel, Fast Welt 
Construction. Sizes 1/6, Width 
D. 9$1.65 
6517—Gun Metal Blucher, 
Composition Sole, Compro 
Heel and Steel Plate, McKay 
Construction. Sizes 1/6. 1.37Y2 
6517!/4—Same in Little Gents’. 
EAL ee 1.25 
6515—Same with Rubber Heel. 
ES oer tay kee 1.35 
651544—Same in Little Gents’. 
Sizes 9/13/2. ........ 1.222 
6522—Gun Metal Bal, Two Row 
Cord Vamp, Composition 
Sole, 9/8 Rubber Heel, McKay 
Construction. Sizes 1/6. 1.32'/2 
6653—White Buckite Bal, Oak 
Sole, 9/8 Rubber Heel, Mc- 
Kay Construction. Sizes 1/6. 

1.55 
6310—-White Elk Blucher, Oak 
Sole, Rubber Heel, Cempro 
Welt Construction, Sizes 1/3. 


1.25 
6311—Same in Little Gents’. 
Sizes 9/134. ........ 1.17! 


§872—White Buckite Bal, Oak 


Sole, Rubber Heel, Fast Well 
Construction. Sizes 1/6, Width 


YOUTH WILL BE SERVED 
WITH ENDICOTT JOHNSON 
BOYS’ SHOES 


Here are the real shoes for boys. The kind 
that every lad in the neighborhood will want 
this Spring, and styles that will sell quickly 
enough to satisfy every merchant who stocks 


5865 




























































ALOSHES with “silk 
stocking fit”! Hood Ga- 
loshes, made by “lastic con- 
struction,” are so flexible they 
actually mold themselves to the 
foot and provide a smooth fit 
over all types of leather shoes, 
whether they have buckles, 
bows or other ornaments. 

‘To your women customers, 
appearance, smart lines and 
style are just as important as 
foot-protection in rainy-day 
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footwear. Hood gives them 
all four! 


ThequalityHood buildsinto 
rubber and canvas footwear is 
mighty important to you, too, 
because poor quality makes a 
customer dissatisfied with your 
store. You can play safe with 
the reputation of your store by 
stocking the Hood line of rub- 
berand canvas footwear. Hood 
designs and styles the kinds of 
footwear people want and will 
come back for. 


HOOD RUBBER COMPANY, INC., WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; 
Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif; Minneapolis, Minn.; New Orleans, La.; New York, N. Y.; Philadelphia, 
P4.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 

SPSL EE ETE TE TTT 


When writing advertisers please mention Boot and Shoe Recorder 
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ANOTHER BIG YEAR 


FOR MERCHANTS}WHO SELL 


AIR/STEP 


Are you getting your share of this 
profitable business ? 















a HERE'S HOW WE SELL THEM 
ie cose saan NATIONAL ADVERTISING— 


feature you can 

demonstrate. Powerful, Purposeful, Persuasive 
featuring 
MODISH STYLES 


because every woman wants to be fashionable 


MAGIC SOLES 


because every woman wants to be youthful 















HERE'S HOW YOU SELL THEM 






Show your customer a pair of Air Step Shoes. the difference. Instantly she realizes how Air 
Slip one on her foot. Place a pebble on the Step’s “magic sole” protects her from jolts and 
floor. Ask her to step on this pebble in her jars ... gives her youthful buoyance. She is 






old shoe; then in Air Steps. Instantly she feels sold. 


SELLING APPEALS THAT NO OTHER SHOE CAN TOUCH 












In Air Steps, you have the most powerful why 1937 is bound to be a bigger year than 
combination in the world. Up-to-the-minute ever for Air Step. Help yourself to a big slice 
styling and Air Step’s Magic Sole. That’s why of this profitable business. Place your order 
Air Step is going over with a bang. That’s for Air Steps now. 





Manufacturers, 


Www Gaoe Gouger siete: 


Also makers of Air Step Shoes for Men and Buster Brown Shoes for Boys and Girls 






‘When writing advertisers please mention Boot and Shoe Recorder 








